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Trevellyan Talking 
Oldsmobile’s Dealer Policy 
‘Pearl Harbor’ Anticipated 

Service a Life Preserver 












By 
Chris Sinsabaugh 


« T are the factories going to 
do, or are doing, for us, their 
real customers, now that civilian 
production has 
been stopped and 
we are not going 
to have any new 
cars to sell?” is 
the most impor- 
tant question 
dealers are ask- 
ing, now that our 
Armageddon has 
been fought, and 
P the automobile 
en industry has been 
H. A. Trevellyan forced to retreat 
and keep on re- 
treating for the duration. It might 
be asked by the factories in reply, 
“What can we do?” but that is no 
answer to give 40,000 dealers who 
want to keep in business and need 
cooperation, and I find few fac- 
tory executives who are content to 
let it be. 

I’m no Don Quixote fighting 
windmills — I’m jousting in the 
common cause of the car manufac- 
turer and the dealer, trying to find 
out just what is being done by the 
car makers to keep their retailers 
off of the breadlines. I find some 
of them have not waited for a 
Pearl Harbor to arouse them to a 
sense of their responsibility, and it 
is the job of this column to record 
what already has been done and 
what is being planned. : 

+ * * 

IT TOOK the NADA convention 
at Chicago to arouse me to the 
need of doing this job of report- 
ing. I started with Studebaker last 
week and this week I give you 
Oldsmobile. I’m hoping that by the 
time I finish the roundup I will 
have reports from all factory sales 
managers as to what steps they are 
taking to hold together their 
dealer bodies in some shape or 
other until the big guns are stilled. 
That time is well worth waiting 
for. Imagine the business that 
awaits us when comes peace! Then 
we'll find the grass on the other 
side of the fence really is as green 
as it looks from here. 

* * * 

OLDSMOBILE was one of those 
that didn’t wait for a Pearl Har- 
bor. Out at Lansing they read the 
handwriting on the wall when 
Washington barked the order to 
curtail production by 20 percent. 
Dave Ralston, then general sales 
manager, was quick to take the 
hint and put into operation what 
he called his “Let’s Look Ahead” 
program, which pointed out that 
in order to weather the approach- 
ing storm it would be necessary 
for dealers to reduce their operat- 
ing costs and increase service 
volume. 

That was well under way when 
Ralston was ‘moved into the “cor- 
ner office” and Herb Trevellyan 

(See SPARKS, Page 15, Col. 1) 
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Eastman Urged 
As Czar Over 


All Vehicles 


National Groups Seek 
Fair Treatment for 
Transportation 

On War Front 


There was no delay 
on war work 


ie ll at EO ee 10 
U.S. acts in pay dispute........ 2 
By Pete Wemhoff 
Managing Editor 


DETROIT.—Concerted ac- 
tion to obtain for transpor- 
tation its rightful place in 
the war time picture brought 
these developments during 
the past week: 


1 Eleven national organizations, 
including NADA and ATA, pe- 
titioned the War Production Board 
to appoint Joseph B. Eastman, di- 
rector of defense transportation, 
as a member of the WPB and give 
him “full power to control all pri- 
orities, allocations and rationing 
affecting all motor-vehicle trans- 





Is new-car rationing unsound? 
John O. Munn discusses a perti- 
nent subject in “Dealers Tell 
Me” on page three, 





portation necessary to our united 
war effort.” 


2 WPB already has vested in Leon 
Henderson, OPA chief, wide 
rationing powers over all goods ex- 
cept that flowing to the battle- 
front, but it was made clear that 
the delegated powers may be re- 
vised or revoked if conditions war- 
ranted. 


WPB, with the help of motor 

companies, is making surveys to 
determine how many replacement 
parts must be made, how many 
car and truck dealers must be kept 
alive, and other requirements 
necessary to keep the nation’s 
“rolling stock” rolling. Results of 
the survey are to be presented to 
WPB this week. 

Senator Truman, chairman of 

the Senate committee investi- 
gating war progress, said his com- 
mittee will make a sweeping in- 
quiry into the whole transporta- 
tion problem growing out of the 
loss of Far Eastern rubber sup- 

(See EASTMAN, Page 10, Col. 3) 


Chrysler, GM 
Given Huge 


Plane Orders 


DETROIT.—Chrysler Corp. and 
General Motors have been awarded 
new bomber and airplane-engine 
production assignments totaling 
hundreds of millions of dollars, it 
was learned last week. 

Lieut.-Gen. William S. Knudsen 
announced that the Chrysler Corp.’s 
new $100,000,000 bomber engine 
plant would be located at Chicago. 

Knudsen said construction would 
start immediately and the plant 
“probably will be in operation” in 
nine months. The plant will turn 
out Wright 12-cylinder air-cooled 
engines, which Knudsen described 
as “the biggest motors we have.” 
He estimated that 25,000 persons 
would be employed. 

The Chrysler construction would 
require 2,000,000 square feet of floor 
space, 45 acres of factory space, 
and 150 acres of surrounding 
(See CONTRACTS, Page 2, Col. 4) 
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Mars Flashes Red Light 


86,168,702 Vehicles 


By Chris Sinsabaugh 

Editor, Automotive News 
ETROIT.—A few days more and this great automobile 
industry of ours will have ceased to exist as such. Its 
giant assembly lines will have stopped turning out motor 
cars and light trucks and its big plants will have been given 
over completely to the manufacture of war materials. So 


the automobile industry will 


have to hibernate as do the 


bears and “sich” animals which slumber during the winter 
oe 


months, and live on its own’ 
fat. 

This stop-order comes after 
44 years in which time the nation 
has seen this form of transporta- 
tion grow from the horseless car- 
riage to today’s fool-proof auto- 
mobile, made possible by mass 
production which has forced down 
prices, and by engineering brains, 
without parallel in any other in- 
dustry in the world. In that time 
there has been built in the United 
States alone 86,168,702 cars, trucks 
and buses with a wholesale value 
of $58,207,700,000, as of March 1, 
1942, it is estimated. . 


RUMPLING my whitening locks 
and mentally searching for an 
analogy that will apply to the tale 
I have to tell regarding this stop- 
page of automobile production by 
government order, I recall Walt 
Disney’s wonderful movie, “Snow 
White and the Seven Dwarfs.” 
You'll remember that Snow White 
ate the poisoned apple given her 
by the old witch and dropped off 
into a deep sleep, which the 
dwarfs mistook for death itself. 
Then alone came the prince whose 
kiss awoke the sleeping beauty and 
they “married and lived happily 
ever after.” 

zs + # 

SNOW WHITE personifies auto- 
mobile production in my moderni- 
zation of the age-old fable. Mars is 
the he-witch whose “mickey fin” 
knockout drops have accomplished 
their hellish designs for the time 
being. But the war cannot last 
forever, as we well know, so at 
the end of the “duration” I am 
expecting a prince charming to 
come along with the kiss that will 
arouse this great business which 
this paper represents. 

The automobile industry, as such, 
will not exist after this week — it 
will have been converted into a 
huge machine with the sole aim of 
manufacturing war materials that 
will arm to the teeth Uncle Samuel 
and his allies and hasten the com- 
ing of peace. In the meantime, 
civilian America will have to get 
____ (Continued on Page 10, Col. 1) __ 
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... 86,168,701 came after Winton’s 
first sale in 1898. 





The Tep Ten 


PASSENGER CARS 
First Ten in Registrations Re- 
ported in Automotive News Today: 


(Final Standing) 


1941 1940 
Pos. Make Pos. 

1—880,346 Chevrolet 853,529—1 
2—602,018 Ford 542,755— 2 
3—452,187 Plymouth 440,098— $ 
4—308,615 Buick 295,518— 4 
5—286,123 Pontiac 235,815— 5 
6—230,367 Olds 201,256— 6 
7—215,563 Dodge 197,252— 7 
8—143,025 Chrysler 100,117— 9 
9—114,331 Studeba’er 102,281— 8 
10— 91,004 De Soto 71,948—13 

Total All Makes 
8,731,166 3,415,905 
For complete standing of all 
makes, see Page 11, this issue. 


°41 Registrations 
Hit 4,371,863 


Cars, Trucks 


DETROIT.—U. S. registra- 
tions of new cars and trucks 
totaled 4,371,863 in 1941, sec- 
ond highest in the industry’s 
history, complete compila- 
tions of state totals shows. Top 
yeear is still 1929, with 4,407,263 
car and truck registrations, while 
the previous second-high was 1937 
with 4,102,001 units. 

The 1941 total of 4,371,863 repre- 
sents an advance of almost 400,000 
units over 1940’s 3,975,055 car and 
truck registrations. 

Car registrations in 1941 totaled 
3,731,166 units, ranking next to 
1929’s 3,880,206, while truck regis- 

(Continued on Page 11, Col. 1) 


General Ration 


va: || Industry Halts After Making |Begins Feb. 26 


5%, or $75, Is Limit 
Set on Handling and 
Delivery Charges 


On Dealer Front 


Dealers fight further Page 

credit restrictions ............ 2 
Sell planes after war? .......... 14 
Oe: SONG. SietenciCrercsscsisive 3 


WASHINGTON. — Maxi- 
mum wholesale and retail 
prices, at which all new pas- 
senger cars can be sold to 
eligible purchasers and ex- 
empt classifications under the 
forthcoming automobile rationing 
plan, were announced last week by 


Leon Henderson, administrator of 
the Office of Price Administration. 


The schedule, which went into 
effect Feb. 2, establishes retail 
ceiling prices by giving the factory 
list prices for all makes and 
models and spelling out the various 
charges that dealers may add. 
Wholesale prices, according to the 
schedule, cannot exceed the high- 
est prices that prevailed for the 
same make and model during the 
period Oct. 1-Oct. 15, last. 

A feature of the schedule, aimed 
at compensating dealers for the 
expense of holding cars in their 
establishments until sold, is a 
provision allowing the addition 
each month to the maximum price 
of 1 percent of the list price, or 
$15, whichever is lower. 

“The need to set maximum prices 
for new passenger cars under pres- 
ent circumstances is obvious,” 
Henderson stated. “Production of 
new cars is being discontinued to 
permit complete conversion of the 
automobile plants over to the large- 


RATIONING ORDER 
Text of Rationing Order No. 2, 
giving details for release of new 
cars bought before Jan. 1 but 
not delivered, will be found on 
page 6, 





scale production of war material. 
Those new cars remaining in deal- 
ers’ and distributors’ hands as of 
Jan. 1, when the government 
‘froze’ automobile sales, together 
with the cars produced by the in- 
(Continued on Page 8, Col. 1) 


Nugent Sees Rationing 


Of Cars Liberalized 


Special to Automotive News 

BALTIMORE. — Liberalization of 
present automobile rationing re- 
strictions was predicted here Wed- 
nesday by Dr. Rolf Nugent, as 
sociate chief of the motor divisier 
of the Office of Price Adminietre 
tion. 

“I have no doubt that «are « 
dealer’s hands purchased prt 
midnight, Jan. 15, will te 
before the end of thw ree 
said. 

Dr. Nugent spoke at 
largest gatherings of “x 
| dealers and distributors 
| years, nearly 400 represent» 
the trade from Baltimers 
Maryland counties attew 





all-day session at the Belvedere 
hotel under the auspices of the 
newly-organized Maryland Auto- 
mobile Merchants’ Assn. 

lL. M Fwak, president of Funk 
& Emnte Chrysier-Plymouth dis- 
wiheters © Baltemere is president 
A — ef which the 
» Jens FE Raine 
tm A camemile 
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(Continued on Page 6 ut 
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There Was No Delay, 


Car Industry Saves 
On War Facilities 


DETROIT.—In obtaining war 
production from the automobile 
industry, the U. S. government has 
had to invest only half as much in 
new facilities as spent for plants 
and tools in the heavy goods in- 
dustries as a whole. 

For every dollar of war produc- 
tion which the U. S. has placed 
with the automobile industry up to 
the time of Pearl Harbor, 10 cents 
was put up to provide new plant, 
machinery and other equipment. 

But for all industries producing 


U.S. to Act 
In GM-UAW 
Pay Dispute 


DETROIT.— General Motors of- 
ficials and UAW-CIO leaders will 
meet in Washington Tuesday with 
the War Labor Board to iron out 
a dispute over overtime rates to 
GM workers on Sundays during 
swing-shift war production. 

Both sides had asked federal 
jurisdiction in the controversy after 
negotiations became deadlocked. 
The union is demanding double 
time for Sunday work, even though 
workers would beworking only a 
40-hour week under the swing- 
shift arrangement. Overtime pay 
for work in excess of 40 hours is 
not disputed. 

Meanwhile, Walter Reuther, head 
of UAW’s GM locals, announced 
that the union will ask a union 
shop and a dollar-a-day wage in- 
crease of General Motors. 

Reuther will recommend six con- 
tract demands to the national GM 
council of the union, meeting Sat- 
urday and Sunday at the Book- 
Cadillac hotel. The council repre- 
sents 190,000 General Motors em- 
ployes in 90 plants. 

The basic UAW-GM contract can 
be reopened by either side on 60 
days’ notice, and such notice pre- 
sumably would be filed after the 
council’s meeting. 

Readjustment of wage rates every 
three months, based upon increased 
living costs in the major automotive 
manufacturing centers, also is pro- 
posed by Reuther. 

“Revision of seniority provisions 
which will make for m um use 
of labor supply in national defense 
and at the same time protect 
seniority rights” was another pro- 
posal. 

Extension of the powers of the 
GM-UAW impartial umpire to per- 
mit him to rule on and interpret 
all contract provisions also is sug- 
gested. The umpire at present is 
restricted to rulings on specified 
contract terms. 


SAE to Hear Romney 


DETROIT. — George memper. man- 
ng director of the Automotive 
uncil for War Production and De- 
it of the Automobile 
Manufacturers Assn., will discuss ‘‘The 
Automotive War duction Time- 
table’”’ at a meeting for the Detroit 
Section, Society of Automotive Engi- 
peers. tonight (Feb. 9) in Hotel 


To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 


items of the same general nature, 
the government has had to provide 
19 cents of new equipment and 
plants. 

These figures, based on those 
contracts which had been made 
public prior to imposition of war- 
time restrictions, check with the 
fact that eight out of every 10 of 
the existing plants of the motor 
industry had war work in process 
or assigned to them at the end of 
November. 


While a few spectacular new 
plants producing tanks, airplane 
engines and guns have caught the 
public’s attention, actually the 
automobile industry had 150 plants 
producing war goods or being re- 
tooled for such work on Nov. 30. 
At that time, automobile output 
was running at a rate 50 percent 
below the previous year. 

Today, with automobile manu- 
facturing slated to stop entirely by 
Feb. 1, virtually all of the in- 
dustry’s 190 plants are being util- 
ized, or will be when necessary re- 
tooling is completed. 


Since the outbreak of war with 
Japan and the Axis powers, the 
volume of war assignments given 
to the automobile industry has 
provided work for plants that had 
no defense orders before. In the 
five weeks immediately following 
Pearl Harbor, the War department 
let contracts to the automobile in- 
dustry for $3,500,000,000 of military 
supplies, a sum about equal to the 
total of all defense orders awarded 
the motor industry in the two years 
— Sept. 1, 1939 and Sept. 1, 


Reuter Named 


Kanzler Aide 


DETROIT. — Ernest Kanzler, 
chief of the Automotive branch of 
the War Production Board, an- 
nounces the appointment of Irving 
J. Reuter, former president of 
Buick Motor Co., as his associate. 

From 1909 to 1925, Reuter was 
with Remy Electric Co., first as 
assistant engineer, then factory 
manager and later general man- 
ager. In 1925, he became general 
manager of the Olds Motor Works, 
remaining in that position for four 
years. 

In 1930 and 1931, he was presi- 
dent and general manager of the 
Oakland Motor Co. In 1930, he also 
was engineering director of Opel 
Motor Works. Reuter was presi- 
dent and general manager of the 
Olds Motor Works and the Buick 
Motor Co. from 1931 until his re- 
tirement in 1933. 


Fram Given Order 
For Incendiary Bombs 


PROVIDENCE, R. I.—The 
Chemical Warfare Service of the 
War Department has awarded to 
the defense division of the Fram 
Corp. an order for procurement of 
incendiary bombs. Under the di- 
rection of Malcolm McCormick, 
Fram’s defense head, the work will 
be done in a new plant. 


WAR PRODUCTION BOARD 





COMMITTEE 


ADMINISTRATIVE INFORMATION 
DIVISION DIVISION 
domes 6. Bebiasse Rebert W. Bertee 


PURCHASES MATERIALS 
DIVISION DIVISION 
Dengins Hoc Kenai Willen L. Bett 


DIVISION OF LABOR CIVILIAN 
INDUSTRY pivision SUPPLY 
OPERATIONS DIVISION 
dS. Keewtes Sideey eile ee Love Reodarsea 


LINEUP FOR WAR. Above is shown how the nation’s war-production efforts 
stem from the President and Donald Nelson’s Production Board. 





Kanzler Sets 
Deadline for 


Machine Survey 


DETROIT.—Automotive com- 
panies are asked by Ernest Kanz- 
ler, chief of the Automotive branch, 
War Production Board, to report 
by Feb. 15 the number, status and 
use of so-called critical metal- 
working machines held by each. 


Kanzler said the survey repre- 
sented a necessary preliminary to 
allocating orders in the govern- 
ment’s efforts to use all available 
and useful machinery in produc- 
tion of the weapons and goods 
most needed by the armed forces. 


The “critical list” of metal work- 
ing machines which are included 
in the survey, follows: horizontal 
boring machines, jig boring ma- 
chines, vertical boring machines, 
chambering machines, hobbing ma- 
chines, deep hole drilling machines, 
radial drilling machines, turret 
lathes, gear grinding machines, in- 
ternal grinding machines, tool 
room lathes, thread milling ma- 
chines, engine lathes 24-inch and 
up, milling machines, planers—36- 
inch and up, multiple spindle auto- 
matic, profiling machines, rifling 
machines, bar machines, rifle ream- 
ing machines and thread grinding 
machines. 


McIntyre Heads 
WPB Section 


MONROE, Mich.—Brouwer D. 
McIntyre, president and general 
manager of Monroe Auto Equip- 
ment Co. has 
joined the War 
Production Board 
in Washington as 
chief of the Light 
Ordnance section 
of the WPB’s 
Ordnance branch. 

W. D. McIntyre 
has been ap- 
pointed vice- 
president and 





B.D, McIntyre t©® succeed his 
brother. Monroe 


Auto is now working four six-hour 
shifts, seven days a week, on war 
production. 


Cadillac Ambulances 


DETROIT.—War Production Board 
said last week Cadillac would be al- 
lowed to complete production of 719 
special ambulance chassis because of 
current need for adequate supplies of 
ambulances in view of possible emer- 
gencies in_ coastal cities. The special 
chassis will be distributed among nine 
manufacturers of ambulance bodies. 


Pete Wembhoff’s Fourth Dimension 
offers news of automotive advertising. 


FDR Pays Tribute 


To Motor Industry 

WASHINGTON. — President 
Roosevelt paid tribute to the 
automotive industry last week 
for its response to his all-out 
war program. 

Asked whether the White 
House shared the views of 
those who reported excellent 
Progress was being made in 
Detroit on the war effort, Presi- 
dential Secretary described the 
President as “gratified by the 
reports of his advisors that the 
production program he outlined 
in his message to Congress is 
becoming a reality.” 





general manager| Lo 


Cameron Shows 


DETROIT.—“There has been no 
delay in converting the automo- 
tive industry to war work,” de- 
clared William J, Cameron on the 
Ford Sunday Evening Hour last 
week. “Not only has no time been 
lost by industry, much time has 
been saved,” he pointed out. 

Explaining conversion of manu- 
facturing plants to wartime uses, 
Cameron asserted: 

“A shop or mill producing flour, 
textiles or steel—something the 
government can use ‘as is’—simply 


continues producing that thing, be 


with government as a new cus- 
tomer; the nature of its work does 
not change and hence it has no 
conversion problem. 

“But here is an automobile fac- 
tory. The government does not 
want automobiles, so it stops their 
manufacture. It wants the use of 
that factory, the experience of that 
management, the skill of those 
thousands of mechanics, to make 
jeeps and tanks and airplanes. 
Now, one would not use a cider 
mill to make ice cream, or expect 
a typewriter factory to stop mak- 
ing typewriters tonight and begin 
making refrigerators tomorrow; 
and no mechanic or engineer would 
expect an automobile factory to 
shut down on motor cars and im- 
mediately produce jeeps and tanks 
and airplanes. 

“To the layman, that imposing 
mass of automotive machinery 
might seem capable of making 
anything, but it isn’t. Much of it 
is specially designed and most of 
it is specially tooled to take hold 
of, move, treat, cut or stamp 
shapes of metal used exclusively 
in the motorcar. The automobile 
calls for thin steel sheets, the tank 
calls for armor plate. Automobile 
panels will not serve as airplane 
wings; dies that are made to form 
automobile parts cannot be used 
to form important parts of mili- 
tary weapons. Either send a job 
that fits the tools, or change the 
factory to fit the job—that’s the 
problem behind conversion. 

“For the Ford Motor Co., war 
work means almost complete re- 
tooling. When we undertook to 
make airplane engines, we had to 
install 90 percent of new machin- 
ery for that job; for airplanes, 85 
percent; for tanks, about 50 per- 
cent. And that takes time. It takes 
time even in peacetime. This com- 
pany requires 14 months to bring 
out a new automobile model, the 
tool changes for which are com- 
paratively slight. To make com- 


Contracts 


(Continued from Page 1) 


grounds. Army officials indicated 
the plant would be built in open 
country, possibly 25 miles from the 


op. 
GM will build a new plant cost- 
ing more than $50,000,000 for quan- 
tity production of a new type of 
four-motored Army bomber, larger 
and more powerful than any now 
in production and costing more 
than $250,000 each. 

There were indications from 
other sources that the new plant 
would be located remote from the 
Detroit area because of the im- 
pending labor shortage on con- 
tracts already let. 


plicated war weapons the total 
necessary change in equipment will 
be about 75 percent. And the ma- 
terials for that must be obtained 
by government allotment. 

“That is what conversion means. 
It is a stupendous operation. To 
accommodate government work, 
buildings have been erected that 
have actually doubled the size of 
the Ford Motor plant in this area. 
.. . At Dearborn we saved months 
by anticipating some important 
needs, and before government gave 
the word the work had already 


«The automobile industry has 
been practically abolished “for the 
duration. But the stocks it as- 
sembled in this country and the 
supply sources it established are 
major elements of our material 
power today. American facilities 
for steel manufacture owe much 
to the automobile industry. There 
would be no considerable rubber 
stocks in this country, were it not 
for the automobile industry. The 
same is true of oil stocks and oil 
supply. We have them, because the 
automobile made them necessary 
and possible.” 


Crude Rubber 
Still Arriving 
From Pacific 


DETROIT.—Noting that 114,000 
tons of crude rubber had arrived 
in this country since Pearl Harbor, 
Secretary of Commerce Jesse Jones 
last week told the House banking 
committee that the U. S. still is 
receiving practically the entire 
rubber output of the Dutch East 
Indies. 

Jones declared that rubber was 
arriving at an average rate of 35,- 
000 to 40,000 tons a month. During 
January, he said, 76,000 tons was 
received and 70,000 tons allocated 
“so that the stock pile actually was 
increased.” 

Rubber losses in shipping in the 
war, he testified, amounted to only 
1,850 tons. 

Jones said he doubted if rubber 
imports would reach normal by 
next year, “but I believe we'll have 
— to get along if we're care- 


U.S. Acts to Curb 
War Profiteering 


WASHINGTON. — Undertaking 
prosecution of all persons accused 
of profiteering on war contracts 
or of conspiring to obtain such 
contracts, Attorney General Fran- 
cis Biddle has begun organization 
of a War Frauds Section of the 
Justice department. 

It was learned that several law- 
yers have already been appointed 
to undertake an investigation of 
methods employed in obtaining 
contracts of “unconscionable 
profits” brought by two Congres- 
sional committees. 

The Senate’s Truman committee 
recommended that the Department 
of Justice direct special attention 
to numerous instances where it 
was charged that there was evi- 
dence of “kickbacks” to unamed 
persons on ordnance contracts of 
both the Army and Navy. 





ONE REASON why aluminum is prec 


aluminum pistons for Wright Cyclon, ieee. Day and night, six days a week, 


lines at the Hudson Motor Car Co. plan 


t engines flow through production 


One of the Wright airplane satan, an a the final inspection pictured here. 


a total of 5.25 pounds for the ei ht 
Hudson car. Aircraft . 
saan. engine design, 


from 4.92 to 4.96 pounds, as against 
istons formerly used in an 8-cylinder 
Owever, more than offsets this extra 
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E mail is full of letters from 

dealers asking “why priorities 
on new cars?” Perhaps this is a 
juestion that could be explored a 
iittle further, not only to the bene- 
fit of automobile dealers who are 
severely hurt by the rationing or- 
ders, but for the benefit of auto- 
mobile users and the country-at- 
large. I am presenting these 
thoughts which come from auto- 
mobile dealers in the hope that 
they will reach the departments at 
Washington which control the sit- 
uation, and in the hope they will 
bring forth additional letters from 
dealers or other members of this 
trade giving their opinions as to 
why the present government re- 
strictions on new car sales should 
either be considerably liberalized, 
or eliminated altogether. 


In the first place, no one ques- 
tions the advisability of ration- 
ing such commodities as rubber, 
the basic supplies of which are 
currently cut off, nor do they 
question the advisability of 
rationing such essentials as sugar 
or other items to make sure pro- 
duction equals requirements. 
Several years ago the govern- 
ment took over the importation 
of rubber; its public, not private, 
money invested in this stock pile. 
In case of sugar and other com- 
modities, the supply still flows 
through the usual channels of 
trade and no one is hurt much. 


With passenger cars, however, it 
is different. Manufacturing has 
been discontinued; therefore, no 
materials will be taken from the 
stockpile and no manufacturing 
facilities needed for war produc- 
tion will be utilized. 


Buyers Allowed 
To Bargain 

SSEMBLY lines for military 

vehicles are still in existence 

and are in continuous production 
on vehicles needed for the armed 
forces. Other assembly lines are 
being continued for the production 
of civilian trucks above the ton- 
and-a-half rating. 

The restricting of new cars in 
dealers’ hands, therefore, does 
not make one more ounce of ma- 
terial available for the war pro- 
gram. Neither does it take from 
this effort one machine nor @ 
single man-hour of work. The 
rationing of cars is supposed to 
supply vehicles to privileged 
civilian use, as allotted by local 
boards. In this rationing process 
a few buyers will be permitted 
to buy cars, and these buyers 
will bargain with all available 
dealers in the territory with the 
result that automobile dealers 
will not be able to liquidate their 
inventory on a profitable basis. 

The thought is concurrent with 
most dealers that it would equally 
benefit the citizens, as well as 
make it possible for automobile 
dealers to continue in business and 
thus render their essential service 
to all automobile owners, if they 
were permitted without restric- 
tions to themselves ration what 
new cars remain in stock. 
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Used Cars 


Would Multiply 


—- is probably in the stock 
of automobile dealers what 
amounts to about one-sixth of a 
normal year’s supply of new cars. 
Without restrictions, automobile 
dealers would husband these cars 
because they know they cannot be 
replaced for the duration. These 
cars would be sold to people who 
needed them, and who have money 
to buy them, and these sales of 
new cars would bring into the 
market a lot of used cars that 
could be re-sold to individuals who 
had essential use for automobile 
transportation, but who through 
force of circumstances, buy cars 
in the lower-price brackets. 

It is true that more cars are 
junked every year than new 
cars will be available this com- 
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ing year. But, under the prevail- 

ing conditions, fewer cars than 

normal will be junked and those 

cars will come from owners who 

— the least essential use for 
em. 


Just recently, as a result of a 
national poll, 54 percent of the 
owners of cars, it is purported, 
said they could get along without 
their car, with no great em- 
barrassment. And if restrictions 
were eliminated, it would mean 
that cars would be available to all 
those who counted the use of an 
automobile essential in their ac- 
tivities, and the rationing of cars 
would be much more natural than 
the artificial arbitrary rules set up 
for regulating the local rationing 
boards. 


Why Doesn’t U.S. 
Buy ’Em Up? 
Fees from the many moral and 
ethical questions involved in 
the freezing and rationing of cars, 
many dealers thought that if the 
government feels there is any real 
need for such action from the 
military standpoint, the govern- 
ment should buy the cars outright 
and stock them. Or, as an alterna- 
tive, give the dealer, now con- 
trolled by government orders, some 
guarantee that he can liquidate 
them at some future date at full 
retail price plus carrying charges. 


There is considerable room for 
expansion of the above thoughts, 
and there is considerable reason 
for the government to act to ease 
the burden of the automobile 
dealer. Now the automobile deal- 
er has been hit much harder than 
the automobile manufacturer. 
Factories are protected with war 
contracts, and the government is 
now even considering the guar- 
antee of $24 a week for workers 
of automobile manufacturers un- 
til they find employment in war 
industry. As it now stands, auto- 
mobile dealers have lost the 
profits from the sale of new cars 
which primarily supported them 
in normal times, and many of 
the employes of automobile deal- 
e there have been more 
of them than those who worked 
for automobile manufacturers— 
are without employment because 
where they live there is no im- 
mediate prospect for employment 
in war industry, and there is no 
government consideration what- 
soever as to giving them any 
guarantee pending the possibility 
of employment. 

I question the authenticity of 
the national poll which says 54 
percent of the automobile owners 
state they could get along without 
the use of the automobile at no 
particular hardship. When they 
answered that question ,they prob- 
ably had in mind the present avail- 
ability of public transit. If this 54 
percent of automobile owners gave 
up their cars, they would soon find 
that the public transit was so 
over-crowded that they would im- 
mediately be in the market again 
for anything on four wheels. 
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Car Rationing 
Held Unsound 


GAIN I invite dealers to write 
me on this subject. Let’s make 
it reverberate to Washington with 
the thought that the government 
rationing of new cars is not sound, 
does not protect or expand the war 
effort, and is making an unneces- 
sary sacrifice for the automobile 
dealer. 

Any present-day car is good 
for 10 years’ service. If the war 
continues three or four years, to 
a point where there is a short- 
age of passenger cars that are 
essential for military uses, the 
government could readily get all 
the cars required by comman- 
deering cars from owners who at 
that time possessed cars whose 
private use is not necessary in 
the pursuit of war. 


PLACE YOUR ORDER 
NOW! 


AT DEPENDABLE MoTors 
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CINCINNATI dealer goes after new- 
- = under oe aa ak = 
oning program. urges p zo 
orders now, insuring delivery when 
cars are rel . but promises return 
of deposit if regulations won’t permit 
individual’s purchase. 


Colo. to Forget 
Tax on Jan.-Feb. 


Frozen Cars 


DENVER. — Colorado assessors 
will be asked to forget “frozen” 
automobiles when they assess deal- 
ers of the state, beginning Apr. 1, 
according to John R. Seaman, 
chairman of the Colorado Tax 
Commission. Representatives of 
the dealers will appear before 
district meetings of assessors in 
February and March with requests 
that automobiles in hands of deal- 
ers during January and February 
not be listed on the tax rolls. 


“I think it is a fair request,” 
Seaman declared. “After all, the 
cars are frozen. The dealers asked 
us to order a moratorium on such 
automobile taxes for the two-month 
period, but only the legislature has 
authority to declare a tax mora- 
orium.” 

When it was found a mora- 
torium could not be declared, the 
plan of presenting requests direct- 
ly to the assessors was devised. 
The tax commission will approve 
abstracts which eliminate automo- 
biles for January and February. 
When assessors place a valuation 
on automobiles in the hands of 
dealers, they take the value of the 
automobiles on hand for each of 
the 12 months of the tax year, 
which ends March 31, and divide 
the total by 12 to arrive at an 
average valuation. If the assessors 
agree to the relief plan, they will 
use the same system, but the 
valuation of a given dealer for 
January and February will be con- 
sidered as zero. 

“The same plan probably will be 
used for tire stocks, as these, too, 
are frozen by government order,” 
Seaman said. He estimated that 
more than one million dollars’ 
worth of automobiles now in pos- 
session of dealers would be affected 
by the plan for the two months. 
If the automobile industry remains 
frozen after March 1, extension of 
the plan will be considered, Sea- 
man indicated. 
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Ga. Suspends Half 
Of Dealer Tax 


ATLANTA.—(UTPS).—Gov. Tal- 
madge has suspended one-half of 
the state tax on automobile deal- 
ers, which ranges from $25 a year 
in counties of less than 25,000 
population to $275 in counties with 
over 150,000 population. The aver- 
age tax was around $100 per dealer. 


Commenting that “automobile 
dealers have been practically put 
out of business by the ban on new 
cars and tires, and it is not right 
to tax them as much as in pros- 
perous times,” the governor point- 
ed out that all he could do to help 
relieve the situation was to sus- 
pend part of the tax and report 
his action to the next general as- 
sembly for ratification or rejection. 


N.C. Dealers Meet Feb. 10 


RALEIGH, N. C.—WNorth Carolina 
dealers will meet Tuesday (Feb. 10) 
at Sir Walter hotel. 


La. Conclave Advanced 


NEW ORLEANS, — Annual conven- 
tion of Louisiana Automobile Dealers 
Assn. will be held here Feb. 16, in- 
stead of March 9. 





Cash Payment 


DETROIT. — Dealer associations 
and finance companies are vigor- 
ously fighting the Federal Reserve 
Board’s proposed amendment to 
Regulation W, which would shorten 
the term of payments from 18 to 
15 months and would require that 
one-half of the one-third down pay- 
ment be in cash. 

Declaring that no further credit 
restrictions are needed, in view of 
new-car rationing and price con- 
trol, dealers contend that the cash 
requirement would work an extra 
hardship on defense workers, who 
logically would be the greatest 
group of used-car buyers and users. 

Purposes of Regulation W—to 
control consumer credit, to restrict 
consumption of consumer goods, to 
conserve consumption of materials 
and equipment needed for war out- 
put, to control inflationary tenden- 
cies, to curb unwarranted price ad- 
vances and profiteering—have all 
been accomplished, dealers con- 
tend. 

Production of new cars has been 
halted, dealers aver; therefore no 
essential materials are being di- 
verted from war neds. Inflationary 
price increases have been halted by 
rationing of cars and tires and re- 
duction in used car sales. The pro- 
posed amendment would further 


Dealers Found 
To Have Many 
Usable Tools 


TOLEDO. — Officials of Willys- 
Overland Motors. reported last 
week that first returns from the 
company’s nationwide survey, to 
determine how America’s 40,000 
automobile dealers can share in 
the war effort, reveal a sizable 
quantity of tools which might be 
utilized for arms production. 


“More than 5,000 dealers, repre- 
senting every section of the coun- 
try, have already responded to this 
poll of machines, personnel and 
other facilities available in their 
shops,” Joseph W. Frazer, presi- 
dent of the company, explained, 
“and initial results show a con- 
siderable store of lathes, shapers, 
grinders, drills, milling machines, 
air compressors and other equip- 
ment suitable for light manufac- 
turing.” 


Willys-Overland officials are cor- 
relating the answers to the survey 
and studying the possibility of sub- 
contracting on some of their war 
orders to dealers who have suit- 
able machines and facilities. The 
survey will be turned over to gov- 
ernment agencies when it is com- 
pleted, it was explained, in the 
hope that it might help pave the 
way for more active participation 
in the war effort by automobile 
dealers. 


The survey also reveals that 
there are many skilled and semi- 
skilled mechanics available in deal- 
er establishments and that the 
average floor space in these shops 
is approximately 8,000 square feet. 

Frazer said final results of the 
survey will be ready in about two 
weeks. 





Pa. Dealers Surveyed 


On War Work 


HARRISBURG, Pa. — (UTPS). — 
A questionnaire planned to learn 
what could be accomplished by au- 
tomobile dealers in Pennsylvania in 
the national defense program, and 
as an aid to dealers who have been 
hard-hit because of the war, has 
been sent out by Claude S. Klugh, 
manager of the Pennsylvania Auto- 
motive Assn. 

The questionnaire comes as an 
outgrowth of a recent meeting of 
dealers with officials of the State 
Department of Commerce at the 
request of Mark S. James, the de- 
partment’s secretary. 

Klugh requests that the ques- 
tionnaires be returned immediately 
since “prompt action will enable 
the Department of Commerce to 
organize in the near future to 
assist interested dealers.” 
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Proposals 


restrict the dealers’ market, leav- 
ing them with only frozen assets to 
meet taxes, expenses, etc. Individu- 
als, untouched by the regulation, 
are selling their cars to others un- 
hampered. 

In the absence of the forthcom- 
ing rationing program for new cars 
—and in view of the close relation- 
ship between credit and sales—it 
may be assumed that governmental 
agencies are either planning a 
broadening of the new-car ration 
plan or a restriction of used-car 
sales. It has been proposed, and is 
being followed through, by Na- 
tional Automobile Dealers Assn. 
that the government set up an orl 
derly rationing system, whereby a 
dealer will know what he can ex- 
pect to sell each month. NADA 
cites, as an example, that if a 
dealer has 60 cars in his inventory, 
he should be allowed to sell five a 
month, first to priority-certificate 
holders if they want them, and any 
remainder of his quota to the gen- 
eral public. 

Meanwhile manufacturers and or- 
ganized tire dealers are working 
with governmental agencies, in- 
cluding RFC, to dispose of frozen 
stocks of tires. Under consideration 
is a plan whereby RFC would take 
over such stocks at dealer’s cost 
plus a small percentage against 
handling cost. 

From all indications, there is a 
much larger stock of passenger car 
tires in the country than antici- 
pated, mostly 4-ply; the govern- 
ment is interested in 6-ply for its 
cars. In contrast, there is a much 
smaller inventory of truck tires 
than was at first anticipated. 


Akron Truck Dealers 


Asked to Join Assn. 

AKRON. — New restrictions on 
credit for automobile purchases, 
now being considered by the federal 
reserve board, are being protested 
by the Akron District Automobile 
Dealers Assn. in conjunction with 
associations elsewhere. 

The new restrictions, according 
to Charles Coltrin, executive man- 
ager of the local association, will 
serve to further reduce the busi- 
ness of the automobile dealer and 
push him closer to bankruptcy. 

Since strength is in numbers, the 
local dealer association has invited 
the truck dealers of the district to 
become members, Coltrin reports. 
Since car dealers and truck dealers 
have similar problems, it is be- 
lieved they can accomplish more 
by uniting, the manager adds. 


Keezer Named 
Henderson Aide 


WASHINGTON —Price Chief 
Leon Henderson last week ap- 
pointed Dexter M. Keezer, presi- 
dent of Reed College, Portland, 
Ore., assistant administrator of 
the Office of Price Administration. 
Keezer will be in charge of the 
consumer division. 

Dan A. West, deputy director of 
the consumer division, will become 
director under Keezer. 


If the Shoe Fits, 


Wear it... 


Akron District Automobile 
Dealers Assn. warns as follows: 

“A good many customers have 
called this office, saying that 
they have been overcharged for 
the last time by new car dealers 
on exorbitant service charges. 
They have made _ statements 
that not only are the prices un- 
reasonable but the work charged 
for has not been efficiently 
done. Dealers realize that the 
service department is their only 
salvation and they also realize 
that loss of customers’ goodwill 
will not help maintain this de- 
partment. Let’s be more fair 
than ever with our service cus- 
tomers because his friendship 
means additional dollars when 
= have new and used cars to 
se - 
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OUR PLEDGE 


One sacred pledge we make our friends here and 
now. This publication, God willing and so long as 
it is in our charge, will never champion the cause 
of any individual or any corporation which is not 
for the best interests of the automotive industry as 
a whole. Nor will its columns be used to spread 
gossip or inflame prejudice. It will confine itself to 
the upbuilding of the industry it is pledged to serve, 
wholly through the dissemination of NEWS which 
is timely, authentic and of value—(AN 6-10-1983). 


Are They Crocodile Tears? 


Wf. oo professes to be sorry, oh so sorry, over 

the plight of the 40,000 automobile dealers whose main 
source of revenue has been shut off by governmental restric- 
tions placed on the sale of the few new cars that are still 
marketable. However, we are beginning to be suspicious of 
this “sympathy” expressed by Leon Henderson and believe 
that they are crocodile tears he is shedding now that he has 
slapped on priorities which will control such sales from now 
on. 


In his column, “Dealers Tell Me,” in this issue, John O. 
Munn raises the point: “Why priorities on new cars?” In 
the way of arguments against such ham-stringing of dealer 
operations, Munn points out that restricting of new cars in 
dealer hands does not make one ounce of material available 
for the war program; neither does it take from the war 
effort one machine nor a single man-hour of work. 

Therefore, the rationing of these available new cars by 
allocation should not be necessary. Holders of the priority 
coupons should not be allowed to bargain with dealers and 
possibly force them to cut prices. Instead, remove the re- 
strictions and let the dealers do their own rationing. Either 
that or have the government buy the present stock of new 
cars, paying the dealers their legitimate profits, and do the 
allocating itself. 


It is clearly apparent something drastic should be done 
about modifying these priorities, perhaps repealing the 
order, and substitute a new deal whereby the dealers get a 
more equitable break. Dealers have voices. They should raise 
a holler that can be heard not only among the departmental 
autocrats but by the President of the U. S. himself. 


‘Including Ordnance and Aircraft’ 


TH this issue, AUTOMOTIVE NEws adds to its title “Jn- 

cluding Ordnance and Aircraft News,’ a change we 
have contemplated for several months and brought to a 
decision by the stoppage of car production for the duration 
of the war—in order that this industry of ours might devote 
its entire attention to the manufacture of airplanes, tanks, 

and other lethal weapons so desperately needed by the 
United Nations. 

This Mars-made marriage of two great industries—auto- 
mobile and aviation—should do more to win the war for us 
than any other combination that could be conceived. Air- 
plane manufacturers have done the pioneering that has made 
their ships the best in the world, but what has been needed 
is the mass production methods of the motor car makers, 
their time-saving operations and the trained skill of hand- 
ling big operations. Each has the cream of engineering tal- 
ent. Uncle Sam can hitch up the two industries and the co- 
ordinated efforts will have the world from Hitlerism. 

By no manner of means does this suggest that we are 
losing any possible interest in the automobile industry, 
which we have served for 17 years. Rather, we are keeping 
pace with these changing times and will bring to our readers 
also the news of the progress in ordnance and aircraft, which 
now are part and parcel of this industry. 
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PROBLEM second only to con- 
verting our plants from peace- 
time to war-time production faces 


'the men who are responsible for 


the policies which involve not only 

the interests of 
ADVERTISING their thousands of 
IN WAR TIME stockholders and 

mechanics, but of 
the dealers who have sold their 
products. The matter of retaining 
the acceptance and reputation of 
trade names in our industry is a 
very major one. Countless millions 
of dollars have been expended in 
every form of advertising media to 
build these names in public con- 
sciousness. The good name of any 
motor vehicle made in America is 
worth more than all of the ma- 


chinery, bricks and mortar in their R 


respective factories. Larger plants, 
more modern and efficient, have 
recently arisen and been equipped 


--—-——— | with new machinery in the space 


of a few months’ time, but it 
would take years to rebuild the 
trade name and the reputation of 
the car that carries. it. 


As Dan Ashley wrote in a re- 
cent brochure, entitled “How Much 
Do You Care About Your Reputa- 
tion?” published by that live-and- 
coming business weekly United 
States News of Washington: “When 
the world reverts to a peacetime 
basis competition for business will 
return. It will be keen. It will be 
cutthroat. * * * When the cycle 
once more turns into a peace area 
—and who knows how soon that 
will be completed? — the compan- 
ies with good REPUTATIONS will 
be in strategic positions to operate 
successfully under the old laws of 
demand and supply. * * * Now. at 
exactly this moment, the oppor- 
tunity for building, enhancing and 
publicizing REPUTATION is great- 
er than it has ever been in the 
history of business. A company 
which is satisfactorily producing 
products for victory is in an un- 
usual position to capitalize its 
REPUTATION by the time-tried 
method of education—and at an 
insignificant cost. * * * The cost of 
publicizing REPUTATION is small 
—the value is beyond computing.” 

* * * 


For some unknown reason, there 
seems to be a lack of appreciation 
of the part advertising must play 
in a war-time economy. We Ameri- 
cans who have always prided our- 
selves on being the greatest ad- 
vertisers in the world, can, as I 
have pointed out before in this 
column, take a leaf out of the ex- 
perience of blitzkrieged England, 
where you would naturally assume 
advertising would be about the last 
thing they would have any time to 
think about. As recently as March 
27, 1941, after two years of blitz 
the president of the Board of 
Trade arose in the House of Com- 
mons to remark: “I must say one 
word about brands and _ trade- 
marks. Most people desire to keep 
their brands and trademarks in 
front of the public, and I think it 
is interesting to see that in many 
instances where manufacturers are 
engaged in government work, they 
are keeping their brands in front 
of the public by means of adver- 
tisements. We shall give all the 
help we can to keeping these trade- 
marks alive.” 

* € 

Easily the best analysis of ad- 
vertising in war-torn England has 
been compiled by Lord & Thomas, 
advertising agents, 919 North 
Michigan Avenue, Chicago, entitled 
“What Is Life Like With the 
Enemy Less Than 20 Minutes 
Away.” This book illustrates adver- 
tising now appearing in British 
publications and includes radios, 
cigarettes, dog food, fur coats, beer, 
etc. Several examples of automobile 
advertising, including Ford Motor, 
Ltd., of London, shows what hard- 
headed, bull-necked Britishers think 
of the necessity of maintaining 
their trade names and reputations. 
This book also introduces Britain’s 
largest single advertiser: the 
British government. Every one of 
you who have anything to do with 
advertising should see this analy- 
sis. If you are in a position to 
help spread the gospel and will 
mention my reference to it in this 
column, L. & T. probably will gladly 
send you a copy.—G.M:S. 
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Poinier in Detroit Free Press 


We Won’t Miss the Water ’Til the River Runs Dry 





In This Corner 


‘How About Factories?. . . 


The views exp’ 





3 


ressed in this column are those of our readers. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 





Subsidy 


Upon reading your editorial 
“Why Not a Subsidy?” of Jan. 26, 
I applied your thought to what I 
had already had 
—that the differ- 
ent national auto 
manufacturers 
subsidize their 
dealers through 
the war period 
rather than have 
the federal gov- 
ernment do it, for 
the reason we are 
so dependent up- 
on these manu- 
facturers and they so depend- 
ent upon us, in peace time, that it 
is their moral and financial obli- 
gation to see that we at least sur- 
vive this critical period. 

Why not subsidize the dealers on 
a basis of their car sales, taking 
the past five years as a basis, at 
a small amount per car and they 
will be able to live through this 
emergency? If they will do this, 
and the federal government allow 
them to take this deduction before 
their federal income taxes are fig- 
ured, it would not make a great 
deal of difference to the manufac- 
turers for their taxes would be re- 
duced so very much. 

The federal government would 
be reimbursed in a measure by the 
different dealer taxes and _ the 
assurance they would survive after 
the war and be in position to 
assume their full share of the tax 
burden then, when it will be 
heavier than now. 


This is only one of many plans 
being offered, so think it over and 
see what merit is in it—T. C. 
Rozier, Rozier Motor Co., Inc., Mil- 
ton, Fla. 





Tires, Cars 


I notice your remarks in AvTo- 
MOTIVE NEwS, concerning rationing 
tires and cars. As you no doubt 
know, most of the tires in dealers 
stocks are sizes the government 
will never need; therefore they 
should be released at once so the 
dealers can realize some cash and 
profit from them. Sizes 6.00x16 and 
6.25x16 should be released at once. 


As to cars, all makes and models 
selling at retail over $1,000 FOB 
the factory, should be released at 
once for delivery when and wher- 
ever a dealer can; only the lowest 
price lines should be tied up as 


they are the ones that will be ra- 
tioned out first. And only about 25 
percent of these should be tied up. 
We have received a good many 
letters from dealers wanting to 
close out their stock of new cars 
at cost. Why not the government 
take over these cars and store 
them wherever they are and if they 
do not need them during the em- 
ergency sell them after the war is 
over? I am sure the government 
could secure many thousands if 
they would just let it be known 
that they would take them. Take 
them over and release the cars 
held by dealers that are trying to 
stay in business—C. H. Rawls, 
Rawls Motor Co., Raleigh, N. C. 


Re-Read 


We have not received the issue 
for the week of Jan. 26 of the AUTO- 
MOTIVE NEws, 

These days it is important, to 
read and re-read each copy. Kindly 
mail us duplicate if you have 
mailed the first.— Pontius Motor 
Co., Sunbury, Pa. 


Atlanta 


Used car sales are drastically off. 
Service is off slightly due to people 
putting cars up. 

Parts business is off some but 
under circumstances holding up 
= well.—Harry Sommers, At- 
anta. 





Years Ago 


(. .. from Automotive News Files) 


Fifteen Years Ago 


In the government tax case against 
former minority stockholders of Ford 
Motor Co., John W. Prentiss, New 
York stock broker, told of offering 
Edsel Ford one billion dollars for the 
company’s holdings, whereupon Edsel 
replied with a laugh illiam L. 
Hughson of San Francisco, oldest in 
point of service of all Ford dealers, is 
elected president of the National Auto- 
mobile Dealers Assn. 

” a * 


Ten Years Ago 


C. Hascall Bliss promoted from gen- 
eral sales manager of Nash to vice- 
president in charge of sales . . . Lon- 
don cable announces Ford will intro- 
duce at the English show an entirely 
new 8-horsepower car, to be built at 
the Dagenham (English) plant. 


* s * 


Five Years Ago 


General Motors’ strike becomes s0 
Serious, threatening the entire auto- 
mobile industry, that Automotive News 


issued daily extras recording its 
progress. 
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You do nor need a “Priority” 


to Travel by Air! 


W:: the newspapers, the newsmagazines and the radio reporting total “priorities on tires,” 
“priorities on aluminum” and ptiorities on other essential materials, it is not surprising that many people 
have the mistaken impression that government priorities on transportation interfere seriously with air line 
operation and with the public use of air travel. 


THE FACTS ARE: 


When seats on an air line, or on any other medium of transportation, are required by 
the government for war purposes, priority, to the extent required, is given promptly. 


The establishment of such travel priorities has not interfered with the operation of the 
air lines or with the use of air transportation by the public; nor was it intended by the 
government that the formal institution of priorities would, to any substantial extent, result 
in such interference. Here is what the War Department has said officially on the subject: 


**. . . assigning priorities of air line space to certain persons whose travel is necessary to 
the successful prosecution of the war effort... will not interfere to any measurable 
extent with the travel of the general public... The percentage of such (priority) passen- 
gers to the total is and undoubtedly will be very small .. .°° 


Furthermore, for many weeks prior to the government’s announcement, the air lines had 
already been granting priority to travelers on business “necessary to the successful prosecu- 
tion of the war effort,’ whenever such priority was required to secure a reservation. A very 
small percentage of the total number of seats available have had to be assigned on a priority 
basis. The formal application of priorities to air travel has not changed this percentage. 


You do not have to ask for or secure any form of “priority” to make a reservation on an 
air line or to make a trip by air. Any impression given by the press that you have to 
“stand in line” to get air line reservations, or that most of the seats are taken by “priority” 
passengers, is entirely at variance with the facts. 


When you take a trip by air, you will not be preventing anyone “whose travel is neces- 
sary to the successful prosecution of the war effort” from getting transportation on an 
air line. On most of the flights, seats are available: if or when there are not enough to go 
around, preference will be given to government requests if priority is specifically requested. 


Thus, the record itself and the statement of the War Department indicate that the majority of the air line 
seats are and will continue to be available for the use of the American business man who wants to aid in 


conserving our most precious resource, Time. 


AMERICAN AIRLINES %Xc. 
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AUTOMOTIVE OUR PLEDGE 


One sacred pledge we make our friends here and 
now. This publication, God willing and so long as 
it is in our charge, will never champion the cause 
of any individual or any corporation which is not 
for the best interests of the automotive industry as 
a whole. Nor will its columns be used to spread 
gossip or inflame prejudice. It will confine itself to 
the upbuilding of the industry it is pledged to serve, 
wholly through the dissemination of NEWS which 
is timely, authentic and of value—(AN 6-10-1983). 


Are They Crocodile Tears? 


Waa professes to be sorry, oh so sorry, over 

the plight of the 40,000 automobile dealers whose main 
source of revenue has been shut off by governmental restric- 
tions placed on the sale of the few new cars that are still 
marketable. However, we are beginning to be suspicious of 
this “sympathy” expressed by Leon Henderson and believe 
that they are crocodile tears he is shedding now that he has 
slapped on priorities which will control such sales from now 

In his column, “Dealers Tell Me,” in this issue, John O. 
Munn raises the point: “Why priorities on new cars?” In 
the way of arguments against such ham-stringing of dealer 
operations, Munn points out that restricting of new cars in 
dealer hands does not make one ounce of material available 
for the war program; neither does it take from the war 
effort one machine nor a single man-hour of work. 

Therefore, the rationing of these available new cars by 
allocation should not be necessary. Holders of the priority 
coupons should not be allowed to bargain with dealers and 
possibly force them to cut prices. Instead, remove the re- 
strictions and let the dealers do their own rationing. Either 
that or have the government buy the present stock of new 
cars, paying the dealers their legitimate profits, and do the 
allocating itself. 


It is clearly apparent something drastic should be done 
about modifying these priorities, perhaps repealing the 
order, and substitute a new deal whereby the dealers get a 
more equitable break. Dealers have voices. They should raise 
a holler that can be heard not only among the departmental 
autocrats but by the President of the U. S. himself. 


‘Including Ordnance and Aircraft’ 


TH this issue, AUTOMOTIVE NEwS adds to its title “Jn- 

cluding Ordnance and Aircraft News,’ a change we 
have contemplated for several months and brought to a 
decision by the stoppage of car production for the duration 
of the war—in order that this industry of ours might devote 
its entire attention to the manufacture of airplanes, tanks, 
guns and other lethal weapons so desperately needed by the 
United Nations. 

This Mars-made marriage of two great industries—auto- 
mobile and aviation—should do more to win the war for us 
than any other combination that could be conceived. Air- 
plane manufacturers have done the pioneering that has made 
their ships the best in the world, but what has been needed 
is the mass production methods of the motor car makers, 
their time-saving operations and the trained skill of hand- 
ling big operations. Each has the cream of engineering tal- 
ent. Uncle Sam can hitch up the two industries and the co- 
ordinated efforts will have the world from Hitlerism. 

By no manner of means does this suggest that we are 
losing any possible interest in the automobile industry, 
which we have served for 17 years. Rather, we are keeping 
pace with these changing times and will bring to our readers 
also the news of the progress in ordnance and aircraft, which 
now are part and parcel of this industry. 











PROBLEM second only to con- 
verting our plants from peace- 

time to war-time production faces 
'the men who are responsible for 
the policies which involve not only 
the interests of 

ADVERTISING their thousands of 
IN WAR TIME stockholders and 
mechanics, but of 

the dealers who have sold their 
products. The matter of retaining 
the acceptance and reputation of 
trade names in our industry is a 
very major one. Countless millions 
of dollars have been expended in 
| every form of advertising media to 
build these names in public con- 
| sciousness. The good name of any 
motor vehicle made in America is 
worth more than all of the ma- 
chinery, bricks and mortar in their 


respective factories. Larger plants, |* 


more modern and efficient, have 
recently arisen and been equipped 
with new machinery in the space 
of a few months’ time, but it 
would take years to rebuild the 
trade name and the reputation of 
the car that carries it. 


As Dan Ashley wrote in a re- 
cent brochure, entitled “How Much 
Do You Care About Your Reputa- 
tion?” published by that live-and- 
coming business weekly United 
States News of Washington: “When 
the world reverts to a peacetime 
basis competition for business will 
return. It will be keen. It will be 
cutthroat. * * * When the cycle 
once more turns into a peace area 
—and who knows how soon that 
will be completed? —the compan- 
ies with good REPUTATIONS will 
be in strategic positions to operate 
successfully under the old laws of 
demand and supply. * * * Now. at 
exactly this moment, the oppor- 
tunity for building, enhancing and 
publicizing REPUTATION is great- 
er than it has ever been in the 
history of business. A company 
which is satisfactorily producing 
products for victory is in an un- 
usual position to capitalize its 
REPUTATION by the time-tried 
method of education—and at an 
insignificant cost. * * * The cost of 
publicizing REPUTATION is small 
—the value is beyond computing.” 

* * 


For some unknown reason, there 
seems to be a lack of appreciation 
of the part advertising must play 
in a war-time economy. We Ameri- 
cans who have always prided our- 
selves on being the greatest ad- 
vertisers in the world, can, as I 
have pointed out before in this 
column, take a leaf out of the ex- 
perience of blitzkrieged England, 
where you would naturally assume 
advertising would be about the last 
thing they would have any time to 
think about. As recently as March 
27, 1941, after two years of blitz 
the president of the Board of 
Trade arose in the House of Com- 
mons to remark: “I must say one 
word about brands and _ trade- 
marks. Most people desire to keep 
their brands and trademarks in 
front of the public, and I think it 
is interesting to see that in many 
instances where manufacturers are 
engaged in government work, they 
are keeping their brands in front 
of the public by means of adver- 
tisements. We shall give all the 
help we can to keeping these trade- 
marks alive.” 

* * * 

Easily the best analysis of ad- 
vertising in war-torn England has 
been compiled by Lord & Thomas, 
advertising agents, 919 North 
Michigan Avenue, Chicago, entitled 
“What Is Life Like With the 
Enemy Less Than 20 Minutes 
Away.” This book illustrates adver- 
tising now appearing in British 
publications and includes radios, 
cigarettes, dog food, fur coats, beer, 
etc. Several examples of automobile 
advertising, including Ford Motor, 
Ltd., of London, shows what hard- 
headed, bull-necked Britishers think 
of the necessity of maintaining 
their trade names and reputations. 
This book also introduces Britain’s 
largest single advertiser: the 
British government. Every one of 
you who have anything to do with 
advertising should see this analy- 
sis. If you are in a position to 
help spread the gospel and will 
mention my reference to it in this 
column, L. & T. probably will gladly 
send you a copy.—G.M:S. 
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In This Corner 


‘How About Factories?. . . 





We Won't Miss the Water ’Til the River Runs Dry 











Poinier in Detroit Free Press 
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The vie ressed in this column are those of our readers. 
Anonymous * contributions will not be accepted but confidence will 


be observed upon request. 





Subsidy 


Upon reading your editorial 
“Why Not a Subsidy?” of Jan. 26, 
I applied your thought to what I 
had already had 
—that the differ- 
ent national auto 
manufacturers 
subsidize their 
dealers through 
the war period 
rather than have 
the federal gov- 
ernment do it, for 
the reason we are 
so dependent up- 
on these manu- 
facturers and they so depend- 
ent upon us, in peace time, that it 
is their moral and financial obli- 
gation to see that we at least sur- 
vive this critical period. 

Why not subsidize the dealers on 
a basis of their car sales, taking 
the past five years as a basis, at 
a small amount per car and they 
will be able to live through this 
emergency? If they will do this, 
and the federal government allow 
them to take this deduction before 
their federal income taxes are fig- 
ured, it would not make a great 
deal of difference to the manufac- 
turers for their taxes would be re- 
duced so very much. 

The federal government would 
be reimbursed in a measure by the 
different dealer taxes and the 
assurance they would survive after 
the war and be in position to 
assume their full share of the tax 
burden then, when it will be 
heavier than now. 


This is only one of many plans 
being offered, so think it over and 
see what merit is in it—T. C. 
Rozier, Rozier Motor Co., Inc., Mil- 
ton, Fla. 





Tires, Cars 


I notice your remarks in AvTo- 
MOTIVE NEWS, concerning rationing 
tires and cars. As you no doubt 
know, most of the tires in dealers 
stocks are sizes the government 
will never need; therefore they 
should be released at once so the 
dealers can realize some cash and 
profit from them. Sizes 6.00x16 and 
6.25x16 should be released at once. 


As to cars, all makes and models 
selling at retail over $1,000 FOB 
the factory, should be released at 
once for delivery when and wher- 
ever a dealer can; only the lowest 
price lines should be tied up as 


they are the ones that will be ra- 
tioned out first. And only about 25 
percent of these should be tied up. 
We have received a good many 
letters from dealers wanting to 
close out their stock of new cars 
at cost. Why not the government 
take over these cars and store 
them wherever they are and if they 
do not need them during the em- 
ergency sell them after the war is 
over? I am sure the government 
could secure many thousands if 
they would just let it be known 
that they would take them. Take 
them over and release the cars 
held by dealers that are trying to 
stay in business——C. H. Rawls, 
Rawls Motor Co., Raleigh, N. C. 


Re-Read 


We have not received the issue 
for the week of Jan. 26 of the AUTO- 
MOTIVE NEws, 

These days it is important, to 
read and re-read each copy. Kindly 
mail us duplicate if you have 
mailed the first.— Pontius Motor 
Co., Sunbury, Pa. 


Atlanta 


Used car sales are drastically off. 
Service is off slightly due to people 
putting cars up. 

Parts business is off some but 
under circumstances holding up 
= well.—_Harry Sommers, At- 
anta. 





- ++. Years Ago 


(... from Automotive News Files) 
et ee SASS 


Fifteen Years Ago 


In the government tax case against 
former minority stockholders of Ford 
Motor Co., John Prentiss, New 
York stock broker, told of offering 
Edsel Ford one billion dollars for the 
company’s holdings, whereupon Edsel 
replied with a nee . . . William L. 
Hughson of San ancisco, oldest in 
— £ service of all Ford dealers, is 

e 


p resident of the National Auto- 
mobile 


ealers Assn. 
+ e * 


Ten Years Ago 


C. Hascall Bliss promoted from gen- 
eral sales manager of Nash to vice- 
president in charge of sales . . . Lon- 
don cable announces Ford will intro- 
duce at the English show an entirely 
new 8-horsepower car, to be built at 
the Dagenham (English) plant. 


Five Years Ago 


General Motors’ strike becomes s0 
serious, threatening the entire auto- 


mobile industry, that Automotive News 
issued daily 
progress. 


extras recording its 
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ith the newspapers, the newsmagazines and the radio reporting total “priorities on tires,” : 
“priorities on aluminum” and priorities on other essential materials, it is not surprising that many people 
, have the mistaken impression that government priorities on transportation interfere seriously with air line 7 
operation and with the public use of air travel. 3 
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THE FACTS ARE: | gf 
! * 3 3 
1. When seats on an air line, or on any other medium of transportation, are required by za cow 
the government for war purposes, priority, to the extent required, is given promptly. = ; 
= 2. The establishment of such travel priorities has not interfered with the operation of the pS r 
a= air lines or with the use of air transportation by the public; nor was it intended by the 
SS government that the formal institution of priorities would, to any substantial extent, result 3 r 
in such interference. Here is what the War Department has said officially on the subject: Es ‘ 
== “*. . . assigning priorities of air line space to certain persons whose travel is necessary to - 
= the successful prosecution of the war effort ... will not interfere to any measurable p34 ; 
extent with the travel of the general public... The percentage of such (priority) passen- 1 
gers to the total is and undoubtedly will be very small ...°° 
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Furthermore, for many weeks prior to the government’s announcement, the air lines had (= 
already been granting priority to travelers on business “necessary to the successful prosecu- th 
tion of the war effort,’ whenever such priority was required to secure a reservation. A very oe 
small percentage of the total number of seats available have had to be assigned on a priority E 
basis. The formal application of priorities to air travel has not changed this percentage. el- 
3. You do not have to ask for or secure any form of “priority” to make a reservation on an 5 
air line or to make a trip by air. Any impression given by the press that you have to of 
“stand in line” to get air line reservations, or that most of the seats are taken by “priority” by 
passengers, is entirely at variance with the facts. ch. 
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4. When you take a trip by air, you will not be preventing anyone “whose travel is neces- 
sary to the successful prosecution of the war effort” from getting transportation on an oi 
air line. On most of the flights, seats are available: if or when there are not enough to go ier 
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Thus, the record itself and the statement of the War Department indicate that the majority of the air line ds 
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Liberalized Rationing 


Seen by Nug 


(Continued from Page 1) 


especially pessimistic regarding the 
rubber outlook. 

“We know that the restrictions 
are very tight. The tire section is 
aware of the tightness of the re- 
strictions. But the story on rubber 
that we are getting is most dis- 
tressing, and this despite the fact 
that we are still getting imports 
from the Dutch Indies and from 
South America. But the estimates 
are that the military requirements 
will run to 400,000 tons per year 
by the middle of 1943 and the diffi- 
cult time will be from January, 
1943, to July, 1943, when the new 
synthetic rubber plants wili swing 
into action. 

“But, gentlemen, when we get 
that rubber it will be costing $1.20 
a@ pound, as against 30 cents a 
pound. We will all think we are 
selling diamonds then. But what in 
God’s name we are going to do 
and how we are going to build 
treads for tanks for the Army 


Dodge Reports 
Its Dealers Set 


To Continue 


DETROIT.—“I am sure that for 
patriotic citizenship and all-out 
cooperation with the government’s 
war efforts, no manifestation in 
our present economic setup is 
likely to surpass the spirit shown 
by our automobile dealers,” says 
Forest H. Akers, Dodge vice-presi- 
dent and director of sales. 

Akers and a group of other 
Dodge merchandising executives 
have just returned from an exten- 
sive swing around the country, on 
which they met with representa- 
tive groups of Dodge dealers in 80 
cities. The purpose of the meetings, 
according to Akers, was to sound 
out the attitude and temper of the 
Dodge dealer family of over 4,000 
members, and to settle on a for- 
mula under which the individual 
dealer’s usefulness to the trans- 
portation life of his community 
might best be adapted to the new 
conditions into which automotive 
business affairs have had to be 
moved. 

“The great majority of the deal- 
ers we met in about 80 cities,” 
says Akers, “are viewing develop- 
ments with true patriotism. If any- 
thing were needed to prove the 
unanimity with which American 
business is ready to shoulder heavy 
sacrifices, the attitude of the deal- 
ers demonstrates it. 

“Almost without exception our 
dealers—and I have no doubt the 
dealers of other automobile manu- 
turers are similarly minded — are 
determined to continue operations, 
subject of course to the limita- 
tions. 

“Most of the dealers, we found, 
are definitely mindful of their 
service responsibility to the people 
who purchased their vehicles from 
them; hence they readily assume 
the patriotic as well as common- 
sense obligations of aiding the 
public in conserving their present 
cars for longest possible and most 
economic service.” 


Would End Tests 


COLUMBIA, 8S. C.—Under the terms 
of a joint resolution introduced by 
Representatives of ester, 
Odom of Darlington, and Wolfe of 
York, enforcement of the compulsory 
private motor vehicle inspection law in 

is state would be suspended. The 
semi-annual test covers lights, hern, 
steering equipment and brakes. 


Mellett to Direct 


War Inquiries 

WASHINGTON. — President 
Roosevelt last week asked Low- 
ell Mellett, director of the Office 
of Government Reports, to ex- 
pand the facilities of the United 
States information services to 
provide Washington visitors 
with a central source where they 
may obtain direction to the 
proper government officials to 
handle their problems. 

In a memorandum to Mellett, 
the President cited the difficulty 
of many business men seeking 
advice on wartime problems to 
locate the proper officials. 








ent 


from January, 1943, to July, 1943, 
I do not know.” 

McCormick asked for the co- 
operation of all automobile mer- 
chants in the war effort. Six 
months ago, he said, Washington 
never had heard of automobile 
dealers, but now things are dif- 
ferent. 

For the present, McCormick said, 
the OPA had no intention of 
rationing used cars. But the used 
car price ceiling now “on ice” is 
so drawn, he said, that “not one 
single one of you will object.” 

A number of interesting sub- 
jects were raised during the ques- 
tion period, with Dr. Nugent again 
on the platform. One of these in- 
volved the transferability of a 1942 
car so damaged while new as to 
be written off as a total wreck by 
an insurance company, but re- 
stored to proper running condi- 
tion. Dr. Nugent said it was a 
question for the lawyers, but ven- 
tured the opinion that, if under 
the regulations the car title could 
not have been transferred without 
the accident, the fact of the wreck 
and repair would not change mat- 
ters. However, he said, the situa- 
tion might be taken care of by 
subsequent regulations. 

Arthur W. Pickett, eastern Willys 
distributor, entered the discussion 
on the demand for new cars. He 
suggested that the demand for new 
cars was not now as great as it 
is believed to be. Even those who 
have the right to buy them are 
not exercising their right, ap- 
parently through misunderstand- 
ing, he said. He asserted that in 
the New York area only 28 percent 
of the cars, which could have been 
sold, were actually sold. He urged 
a relaxation of restrictions. 

One substantial New York dis- 
tributor, he said, had 120 cars on 
bonafide order and when the re- 
lease on them finally came, sent 
out letters to the would-be pur- 
chasers that their cars could now 
be delivered. Over half replied 


that they had forgotten the order, | pe 


or that they did not wish the cars 
now, he said. 

Other speakers were Jo Roberts, 
in charge of used car dealer re- 
lations of the OPA; Kenneth E. 
Whitney, engineering staff, Di- 
vision of Contract Distribution, 
WPB, and Ray Chamberlain, ex- 
ecutive vice-president, and general 
manager NADA. 


Farm Families 
Hit Hardest by 


Car Curtailment 


WASHINGTON.—Farm families 
will have to do more adjusting than 
most population groups, if war out- 
lasts the automobile supply, it ap- 
pears from results of a Consumer 
Purchase Study, “Family Expendi- 
tures for Automobiles and Other 
Transportation,” by Dr. Day Mon- 
roe and associates of the Bureau of 
Home Economics, U. S. department 
of agriculture. 

Nine-tenths of transportation 
money spent by families of farm 
operators in almost every section 






of the country has been going into 1 


automobile travel, the survey 
shows. Many farm, and also many 
village families, at present have 
little choice as to means of local 
travel. If they lack an automobile 
or horse and carriage, they go on 
foot. 

Bus and street car service are 
not generally available in these 
areas for trips to the shopping 
center, to church, school, or homes 
of friends. New England villages 
are found to be an exception. Many 
of these are on public transporta- 
tion systems linking them with 
nearby town centers. 


It’s a long-distance comeback 
that the old gray mare must stage 
should she become a leading lady 
of the transportation world again, 
the survey indivates. Only 6 per- 
cent of farm families in the Penn- 
sylvania-Ohio farm country, in- 
cluded in the survey, were found 
to be using horse-drawn convey- 
ances for family travel. In other 
farm sections, this manner of get- 
ting around was even rarer. 
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FINAL CHRYSLER comes off assembly line. This 


tives took part in the 
Munroe, general sales manager; 
son, vice-president in char 


The final car was number 34,3: 


total domestic production on the 1942 models. 


Digest of Rationing Order No. 2 





Following are the salient features 


of Rationing Order No. 2, where-| 3949 


by OPA has set up a procedure for 
releasing new cars that had been 
purchased, but not delivered, before 
Jan, 1: 


Section 1360.101 Restriction of Trans- 
fers of New Passenger Automobiles. On 
and after Feb. 2, 1 regardless of the 
terms of any contract of sale or pur- 
chase, or other commitment, no person 
shall transfer, or accept a transfer, of 
a new passenger automobile, except as 
provided in Section 1360.102 and 1360.103 
of this Order. a 


Section 1360.102. Persons Eligible to 
Acquire New Passenger Automobiles by 
Transfers with Certificates Issued by 
Local Rationing Boards. On and after 
Feb. 12, 1942, ony person who, on or 
before Jan. 1, 1942, purchased, but did 
not receive delivery of, a new passen- 
ger automobile is eligible to receive a 
certificate permitting him to _ acquire 
such new nger automobile if he 
makes application before Feb. 26, 1942, 
and produces before the Board: 


(a) a certificate of title or registra- 
tion for the automobile, in the pur- 
chaser’s name, issued on or before Jan. 
1, 1942, by the state or local agency 
having jurisdiction over the registra- 
tion of motor vehicles; or 


or registration for the automobile had 
been received by such agency on or 
fore Jan. 1, 1942, which written 
statement must be accompanied by a 
certified copy of such application; or 


(c) satisfactory evidence showing 
compliance the requirements of 
subparagraphs (1), (2), and (3): 


(2) one or more of the following: 

(i) a check for the full purchase 
price of the automobile, or for a part 
of the purchase price in the sum of 

or more, payable to the seller. 
ted on or before Jan. 1, 1942, an 
bearing marks showing its deposit by 
4 seller in a bank on or before Jan. 

, ° r 

di) the original bound or serially- 
numbered receipt book, journal or or- 
der book, regularly used by the seller, 
showing a credit entered by the seller 
on or before Jan. 1, 1941, for the full 
purchase price of the automobile, or 
for a part of the purchase price, or for 
a used car traded in as the full or part 
purchase price of the new passenger 
automobile; or 


tion issued on or before Jan. 1, 

y the state or local agency having 

jurisdiction over the registration of 

motor vehicles, showing a transfer of 

title from the applicant to the seller of 
e new passenger automobile, of a 

used automobile; or 


(iv) a written statement by an official 

of the state or local agency having 
jurisdiction over the registration of 
motor vehicles that, on or before Jan. 
1942, application had been received 
to transfer the certificate of title or 
registration for a_ use automobile 
from the applicant to the seller of the 
new automobile, which written state- 
ment must be accompanied by a certi- 
fled copy of such application; 


Provided, that the board shall be 
satisfied, by statements of seller and 
applicant, or other evidence, that the 
check for all or part of the purchase 
price, the used car traded in, or the 


os 


purchase price or for the traded-in car, 
was part of the transaction of pur- 
chasing the new passenger automobile 
for which a certificate is sought. 


(3) either of the following: 


(i) proof that. on or before Jan. 1, 
1942, an automobile which answers the 
description in the contract, bill of sale, 
or other writing required by subpara- 
graph (1) of paragraph (c), and which 
is the automobile claimed by the ap- 
plicant, was delivered by the manu- 
facturer or distributor to the trans- 
feror, or to a carrier for shipment to 
the transferor: or 


(ii) in the case of a specially-ordered 
automobile which answers the descrip- 
tion in the contract or bill of sale and 
which is the automobile claimed by the 
applicant, which automobile varies 
from standard construction and speci- 
fications (in respects other than varia- 
tions in color, lettering, accessories, 





= rty.” Left to 
aes hee h } ae ad president; Charles L. Jacob- 
e of sales; A. M. e 8 
Demomy, 

and H. V. Hilborg, superintendent of car assembly. Dennis ‘Frenchy , 
he assembly line for 13 years, is at the wheel. 

og fy Bd os, oa eaningh the 155,718 Chryslers that represented 


















d|senger automobiles. In addition, 


(iii) a certificate of title or registra- |i 
1942, 


Chrysler Acts 
To Intensify 
Service Program 




























realizing that a curtailment of cz 

production was imminent, Chrysler 
Sales division ex- 
ecutives inaugu- 
rated an_ inten- 
sive campaign to 
develop dealers’ 
service facilities. 

Under the head- 
ing “Tomorrow’s 
Opportunities,” 
leading sales ex- 
ecutives conduct- 
ed a_ series of 
meetings in the 
principal cities. SW. Munroe 
At these meet- 
ings the whole subject of automo- 
tive retailing was covered, with 
the principal emphasis on increased 
service business and improved 
merchandising of parts and ac- 
cessories. 

Dealers were frankly warned 
that the “good old days,” when 
some of them could rely on new 
car sales alone to make money, 
were gone and that it was going 
to be necessary to find ways to re- 
place what always had been the 
backbone of the business. How this 
could be done was_ specifically 
pointed out. 

The program covered all of the 
larger* dealers. They in turn dis- 
seminated the information to some 
of their subdealers. Then followed 
a series of meetings conducted by 
Chrysler’s regional and_ district 
managers in which the “Tomor- 
row’s Opportunities” story was 
made available to all Chrysler 
dealers. 

In October, the Chrysler Sales 
division began a series of confer- 
ences for dealers’ service man- 
agers. These conferences were held 
in Detroit and comprised all-day 
sessions for a two-weeks period. 
The various phases of service were 
presented technically by factory 
service experts and the lectures 
were followed by free discussion 
from the floor. Also included in 
the groups attending these service 
managers’ conferences were the 
factory’s regional managers. These 
field men were given the technical 
instruction so that they could help 
dealers in their several territories. 





roup of company execu- 
right, sranding, Stewart W. 


Fleming, general works manager, 


and optional equipment), proof that 
such automobile, on or before Jan. 15, 
, was delivered by the manufac- 
turer or distributor to the transferor, 
or to a carrier for shipment to the 
transferor. as 


Section 1360.103. Persons Eligible to 
Acquire New Passenger Automobiles 
by Transfer without Certificates. The 
following persons are eligible, without 
a certificate, to acquire a new pas- 
senger automobile, but cannot trans- 
fer such automobile except in accor- 
dance with the provisions of this Or- 
_ and the regulations applicable to 
es 


(a) Any person authorized to receive 
a transfer on behalf of: 


(1) The Army or Na 
States, the United States Maritime 
Commission, the Panama Canal, the 
Coast and Geodetic Survey, the Coast 
Guard, the Civilian Aeronautics Author- 
ity, the National Advisory Commission 
for Aeronautics, or the Office of Scien- 
tific Research and Development; 


(2) Government agencies or other 
persons acquiring new passenger auto- 
mobiles for export to and consumption 
or use in any foreign country: 


Provided, that, after the War Pro- 
duction Board establishes a system of 
perms for such persons, only persons 
dentifying themselves by such permits 
are eligible under this paragraph (a). 


(b) A dealer, manufacturer, distribu- 
tor, or the Reconstruction Finance 
Corp. 

(c) A person who in good faith lends 
money on the security of, or finances 
ia sale of, a new passenger automo- 

e. 


of the United 


(d) Persons distraining, levying by 
execution, attachment, or similar forms 


of judicial process, or persons repos-| The first of this series of fac- 
sessing on default. tory conferences was concluded 

(e) A person acquiring the automo-| Jan. 30. According to Stewart W. 
bile through a transfer by will or in-| Munroe, general sales manager, 


testacy, or a transfer by operation of 
law to a trustee or receiver in bank- 
ruptcy, insolvency, or receivership. 


Section 1360.104. Records. All persons 
affected by this Order shall preserve 
for not less than two years accurate 
and complete records concerning in- 
ventories and transfers of new = 


the results of this intensive service 
campaign have been highly satis- 
factory. “Our frank presentation of 
the situation got real action,” says 
Munroe. “Hundreds of Chrysler 
dealers have expanded their serv- 
ice departments, bought extra 
equipment, hired and traimed ad- 
ditional men and increased the ef- 
ficiency of their service operation. 

“In the merchandising of parts 
and accessories also there has 
been a marked improvement. The 
great majority of dealers are now 
displaying parts and accessories 
well and are using more space and 
better personnel. 

“Now that we have made our 
dealer body more ‘service-con- 
scious’ than ever before, we are 
going to conduct an even more 
intensive campaign to help in the 
education of its service personnel 
and to make its merchandising 
methods more effective.” 


Ban Extended 
On Truck Sales 


WASHINGTON. — An order ex- 
tending from Feb. 2 to Feb. 11 the 
ban on sales of 1942 model light, 
medium and heavy trucks and 
truck trailers was issued last week 
by J. S. Knowlson, director of the 
WPB’s division of industry opera- 
tions. Exceptions for certain mili- 
tary and government requirements 
are continued, and the order also 
continues the prohibition on retail 
sale, lease, trade, loan, delivery, 
shipment or transfer of any new 
light, medium or heavy truck or 
truck trailer. 

Restrictions do not apply to sales 
or deliveries by a distributor or 
dealer to another distributor or to 
another dealer. Extension of the 
sales ban to Feb. 11 is necessary 
in order to permit completion of 
rationing plans. 

Details of the rationing program 
were not available’ as AUTOMOTIVE 
News went to press Friday. 


ers in automobiles shall kee 


for the 
same period such copies of 


are required to b tained b thom oy 
0 be retaine em 
the terms of this Order. . . 


Section 1360.105. Reports. Persons af- 
fected by this Order (Sections 1360.101 
to 1360.110, inclusive) shall submit such 
reports to the Office of Price Admin- 
istrations as it may, from time to 
time, require. 


Section 1360.106 Administration. 
(a) Personnel. This Order shall be ad- 
ministered by the Local Tire Ration- 
ng oards, the Local Tire Rationing 
Administrator and the State Tire Ra- 
tioning Administrator, established by 
No. 1, pursuant 
to Suppeementary Order No. M-15-c of 

Office of Production Management, 
and Tire Rationing Regulations, issued 
ec. , 1941, by the Office of Price 
Sapiaitrewen, Pursuant to the same 
rder. 


ees 


Section 1360.107. Violations. Any per- 
son who violates any provisions of 
this Order who, by any act or omis- 
sion, knowingly falsifies an application, 
certificate, or any record which he is 
required to keep by the terms of this 
Order, or who otherwise knowingly 
furnishes false information to a Board, 
State Rationing Administrator, or to 
the Office of Price Administration, 
shall be subject to the penalties there- 
fore, including a recommendation to 
the Attorney General for prosecution 
ursuant to Section 35(A) of the Crim- 
nal Code (Title 18, U.S.C. Sec. 80). 
In addition, the Office of Price Ad- 
ministration may deny him the right 
to receive any new automobiles or any 
other commodity subject to rationing 
by the Office of Price Administration 
and may recommend to the War Pro- 
duction Board that he be denied the 
right to receive any other materials 
which are now or in the future may 
be allocated by that Board. 





Service Hours Lengthened 


MADISON, Wis.—The Waters Motor 
Co., to care for the increased demand 
for repair work, has lengthened the 
hours of its service department and 
increased its supply of parts. Hours 
of service on weekdays are being ex- 
tended to 9 p.m. and the shop will be 
open until noon on Sundays. 





DETROIT.—Almost a year ago, Hs 
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E are running the full-page advertisement shown 
above in the March issue of Country Gentleman. That 
message will reach the leading families of agriculture. 


. The growing importance of agriculture’s leading families was already a 


major economic trend before this war, and the war has greatly magnified 
the importance of these people. Their production is increasing; they face 
no dislocation or unemployment because of shortages, priorities, or 
changeovers in production. They are a great market today, and your 
most stable market for the future. 

Today every 1,000 Country Gentleman families owns more than 1,500 
automotive units . . . By the time this war is over, the needs of these 
families alone for automobiles, trucks and tractors will go a long way 


toward supporting the manufacturer who has kept their interest warm. 

It is easier for you to influence these people today than ever before. 
For Country Gentleman’s steadily evolving editorial policy gets deeper 
into the needs and concerns of its readers during these changing times. As 
a result, this magazine is now being read with more intense interest than 
at any time in its long and active life. 


Free reprints of the advertisement shown above are being offered to dealers and service men for use with 
their customers. Copies sent to you upon request. Address Advertising Dept., Country Gentleman, Phila., Pa. 


Ke COUNTRY GENTLEMAN 


NATIONAL SPOKESMAN FOR AGRICULTURE 
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“More personal than the usual 


LETTER 
FROM THE PUBLISHER 


On Dec. 20, 1941, Publisher Roy E. Larsen, in a 
letter to all LIFE's subscribers, stated the principles 


that will guide LIFE under the hazards and re- 
sponsibilities of wartime reporting and publishing. 


LETTERS 
TO THE PUBLISHER 


The wholly unexpected response in letters from 
many of LIFE’s readers suggests that this exchange 


of correspondence be published, atleast in part, 
in the advertising press. Excerpts from a few of 


(97)—9 


publisher-reader relationship’ 








Dear LIFE Subscriber: 


In September 1939, most of you who 
were then subscribers to LIFE received 
a letter which said, in part: 


g@ “With the beginning of the Second 
World War, LIFE has undertaken 
a new and grave responsibility— 

@ —the responsibility of recording 
for the American people today 
(and for all time) what may well 
prove to be the most crucial era 
in the history of the world— 

@ —and the responsibility of helping 
America see with its own eyes what 
it means for the world to beat war.” 


It is for you to judge how well we have 
carried out that task to date. 


We have found it difficult—often 
more difficult than we anticipated ... 
ut I believe the 116 issues of LIFE 

ublished between September 3, 1939 
ind December 7, 1941 have recorded 
cvery important development of the 
conflict with integrity, thoroughness 
ind speed... 

And I believe I can well afford to 
stake LIFE’s reputation as a respon- 
sible member of America’s great free 
press on a reaffirmation of that pledge 
of 1939: 


In the months—perhaps years—of 
war to come, LIFE will continue to re- 
cord for you a unique, visual, factual 
history of what is indeed the most crit- 
ical time the world may ever see. 

I say this with full knowledge of the 
barriers which may be put in our path: 
necessary military censorship, break- 
down of international communications, 
material shortages. 


We shall of course co-operate with 
our government in every way possible, 
and now and again we shall hold news 
stories and pictures, whenever they are 
of possible military or political advan- 
tage to the enemy, until all danger 
is past. 


However, as the President has clearly 
stated, our government shares our firm 
belief that an accurately informed peo- 
ple is a stronger people. In all essentials, 
we will be allowed to print the truth as 
we find it—and we will... 


As you read this, LIFE reporters and 
photographers all over the world are 
working hard to get the news for you— 
and get it to you fast and straight—in 
pictures and in words. LIFE’s staff has 
more than doubled since 1939—and I 
have the utmost trust and pride ‘in 
every member of it. [hope that through- 
out the coming months you, who have 
an important share in our venture as a 
subscriber, will alsoshare my confidence 
in the job LIFE’s staff can and will 
do for you. 


Perhaps it has been presumptuous 
of me to assume you have an interest 
in the wartime publishing problems and 
plans of your magazine. But I have al- 
ways thought that our association with 
you was a little closer and more per- 
sonal than the usual publisher-reader 
relationship...and I feel that more so 
now than ever, because the news has 
become such an intimate part of all 


our lives. 


Sincerely, 
ROY E. LARSEN 
Publisher of LIFE 


the letters follow. 





Thank you very much for your letter... 
it makes me feel . . . that our association 
IS a little closer and more personal. 


Montie Martin 
Far Rockaway, N. Y. 


You are doing a grand job under most 
difficult and trying conditions. 
R. L. Heberling 
Philadelphia, Pa. 


. .. I feel you people are rendering an 
almost impossible service as some of 
the pictures you take seem to me must 
be taken from the Mouth of a Cannon 
so to speak. 
Ernest E. Coffman 
Coffman Motor Co. 
New Salem, Pa. 


.-. you are doing a fine job; whether 
you publish 1 page or 100 pages the 
public and I enjoy it tremendously. 
Keep up your good work regardless of 
what your restrictions may be. We on 
the other side of the type appreciate 
(the fact that) you are working under 


tremendous odds. 
Albert Rier 
San Francisco, Calif. 


I appreciate LIFE very much and am 
confident it is the best magazine on the 
market today. It is the answer to the 
busy man’s prayer. 
Bentley P. Neff 
Butler Brothers 
New York 


... you have more than fulfilled your 
promise. ; 


W. M. Fahrnstock 
Camp Hill, Pa. 


... Publications such as yours have a 
great service to perform in keeping us 
... informed on what is going on and 
why. 
Ward C. Sechrist, D.O. 
Los Angeles, Calif. 


I’m sure you'll carry on and carry on 


successfully. “a 
- Strong 


Southington, Conn. 


I would like to take this opportunity 
to let you know that I consider my 
subscription to LIFE as an investment 
and a privilege—fully aware of the tre- 
mendous effort expended by the re- 
porters and photagraphers of LIFE. 


(Miss) Hilda Orme 
New York, N. Y. 


We appreciate the difficulties of ob- 
taining ... news and compliment you 
and the staff... on their achievemenis. 
Henry A. Harris 
El Centro, Calif. 


I would like to say (in answer to your 
letter) that I feel you have done a mar- 
velous job in LIFE... 


B. C. Bowen 
Chicago, II. 


-- am taking a moment to tell you of 
my great appreciation of the splendid 
job you are doing. 

Mrs. F. M. Stebbins 


Houston, Texas 


Your letter . . . setting forth LIFE’s 
aims and problems in this crucial period 
most happily received. I am glad LIFE 
is in a position to weather the storm... 
I had been wondering what censorship 
and paper scarcity would do to my 
favorite magazine. 

M. B. Connaway 

North Little Rock, Ark. 


Renewing one’s subscription is the best 
way to say thanks... 


James E. Privatil 
West Los Angeles, Calif. 
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War Stills Industry 


After 44 Years 


(Continued from Page 1) 


along without new cars and trucks.|use his own name on an automo- 
The 40,000 dealers will have to 
tighten their belts and hang on by 
their eyebrows somehow, depend- 
ing on service, used cars and side- 
lines to keep their shingles over 


their doors. It can be done — paste 
that in your hat and believe in it. 


ALL OF WHICH is a prelude to 
a nutshell history of the industry, 
which now has taken a sleeping 
powder. That history covers a 
stretch of 44 years. I date its real 
beginning to Apr. 1, 1898, when 
Alexander Winton is credited with 
having made the first commercial 
sale of an American gasoline auto- 
mobile from a salesroom. Of course, 
no one disputes the fact that the 
late Charles E. Duryea actually 
produced the first American gaso- 
line buggy several years before, 
nosing out for the honor Elwood 
Haynes, Charles B. King, Henry 
Ford and one or two others who 
were experimenting on what to our 
eyes today looked like motorized 
baby buggies. But it was Alexander 
Winton that posterity gives credit 
for the first sale. 

It was made to Robert Allison, 
of Port Carbon, Pa., an engineer 
then 70 years old, who plunked 
down $1,000 for a one-cylinder 
Winton with 36-inch wheels and 
2%-inch single-tube tires made by 
Goodrich, which was delivered to 
him Apr. 17, 1898. Five days later 
the second sale was made to J. 
Moodie jr., a hosiery maker from 
Hamilton, Ont. Winton’s output 
that year was 21 cars and one of 
those was sold to J. W. Packard, 
an electrical equipment manufac- 
turer of Warren, O., who was to 
return to Alexander Winton to 
squawk about his car. Winton told 
him if he thought he could build 
a better one himself to go ahead 
and try it. Which defi Packard 
accepted and as a result the Pack- 
ard Motor Car Co. came into being. 

s* * & 

BEFORE I start telling you 
what has happened since Allison 
bought his car, let me record the 
fact that the oldest make of car 
now on the market, singularly 
enough, is the Oldsmobile. While 
the company was organized in 
1897 by Ransom E. Olds, it was 
not until 1899 that the first curved 
dash runabout of that make ap- 
peared on the market. Olds him- 
self was later to sell out his in- 
terests in the Olds Motor Vehicle 
Co. He was forbidden by law to 


@ Costly telegraph de- 
lays are out! POSTAL 
“Automatic” is in! 


Amazing machines—only re- 
cently perfected by POSTAL 


TELEGRAPH engineers — now 
flash messages to any part of the 
country at record-breaking 
speed — and with incredible 
accuracy. These “Automatic” 
machines are POSTAL’s—exclu- 
sively Messages sent “Auto- 
matic” cost you not one penny 
more. So— 


Try this NEW SUPER-SPEED 
SERVICE today! 


Crs Reenal) 


Telegraph 





*For descriptive folder — address Postal 
Telegraph, 157 Chambers St., New York 
or ask local branch manager. 
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war-work uses. 


available. 


86,168,702 cars, trucks and buses. 


federal debt. 
* ¢ 


STARTLING, TOO, is the esti- 
mate he makes of the net capital 
investment of the companies now 
in existence—one and one-third 
billion dollars, which does not take 
in makers of parts and accessories. 
There are 69 companies represent- 
ed in this estimate. There are 21 
different makes of cars and 63 
truck and bus companies included 
in this count. You'll note a dis- 
crepancy, but this is caused by 
some of the car companies build- 
ing two or three differently named 
models, while in the truck field 
there are several that build both 
cars and trucks—like Chevrolet, 
Dodge and Ford. | : 


TALK ABOUT the survival of 
the fittest! According to AuTomo- 
tive News’ annual Almanac, there 


; | have been 1,481 different makes of 


cars built in the 44 years. Probably 
there have been more. But most of 
them got only as far as the blue- 
print stage; most of the others 
were short-lived. I’ve given up 
trying to compile a list of the 
different makes of trucks and I 
doubt if anyone could even give a 
guess, for in the early days truck 
manufacture was localized. Small 
body builders would buy the parts 
and make motor vehicles carrying 
their own nameplates, practically 
custom-built jobs. Some say there 
must have been at least 2,500 dif- 
ferent brands of trucks. 
* * 

RETURNING to the passenger 
car statistics, I find that in 1921 
there were listed 89 different 
makes, but I question if that is an 
all-time high, for I well recall that 
in one of the earlier Chicago 


Leeman Heads 


Denver Dealers 


DENVER.—Harry Leeman, Lee- 
man Auto Co. (Plymouth-De Soto), 
has been elected president of the 
Denver Automobile Dealers Assn. 
He succeeds Sam Marcus, Marcus 
Motor Co. 

Charles E. Hilliker, Stovall-Hilli- 
ker Motor Co. (Ford), was elected 
vice-president, and Tom Braden 
was re-elected secretary-treasurer. 
Directors name’ are L. C. Thomas, 
Thomas-Hickerson Motor Co. 
(Dodge-Plymouth); O. L. Davis jr., 
Mountain Motor Co. (Packard); 
Lou Cohan, Denver Buick, Inc.; 
Henry Davidson, and Alston Mc- 
Carty, McCarty-Sherman Motor 
Co. (Ford). 


so the new company he 
formed, the Reo Motor Car Co., 
used his initials and called its 
product the Reo. Only a few years 
R. E, Olds retired from the 


NOW I AM coming to the milk 
in the coconut—production of cars, 
trucks and buses in the history- 
making 44 years. To get the com- 
plete information, I had to call on 
Oscar P. Pearson, of the Automobile 
Manufacturers Assn., who has been 
compiling statistics for the associa- 
tion and its predecessor for at 
least 20 years. I wanted to know 
from him how many vehicles had 
been built since the American in- 
dustry first drew the breath of life 
and I had him do a little forecast- 
ing and estimating to bring the 
figures up to March 1, 1942. After 
that date there will no longer be 
built cars for civilian use and truck 
manufacture is expected to be con- 
fined to building medium and 
heavy-duty trucks for military and 


Pearson took my breath away— 
86,168,702 cars and trucks in 44 
years, and that only in the United 
States. Of course, American manu- 
facturers have plants in Canada 
and before the war also had fac- 
tories in several foreign countries. 
The foreign figures, though are not 


Worthy of a paragraph all by 
itself is the wholesale value of the 


Hold your hat! Pearson’s pencil 
worked it out to be $58,207,700,000, 
almost as much as our present 



































AUTOMOTIVE NEWS, FEBRUARY 9, 1942 


shows—1910 or 1911, I think — 
there were 101 different makes on 


display in the Coliseum. 







the Locomobile, Peerless, 
Arrow, Winton, 
Jordan, Cole, Hupmobile, 


Stearns, Gray, 
Haynes, Apperson, 
Thomas, 


Auburn, 


Regal, 
Toledo, 


very few. 


sideshow. 


Eastman 


(Continued from Page 1) 


and truck production. 


an effective voice. 


derson is said to feel quite strong- 
ly that, to be effective, all ration- 
ing should be centered in one of- 
ficial. That official in this case is, 


ever, 
derson would not oppose East- 


List of the groups’ recommen- 
dations follows: 


Defense Transportation immedi- 
ately be made a member of the 


to make possible at all times ade- 
quate presentation of transporta- 
tion problems as they relate to 
the parallel problems of produc- 
tion. 

2. Since the ultimate responsi- 
bility for assuring adequate trans- 
portation in the war emergency 


defense transportation, all powers 
pertaining to priorities, allocations 
and rationing of motor vehicles 
parts, tires and materials neces- 


be vested in the office of the di- 
rector of defense transportation. 
This is vital for transportation in 
war production and for essential 
civilian use. Only in this way can 
the director of defense transpor- 


task of meeting the full require- 
ments of war-time transportation. 


At this point, and emphasizing 
my remark about the survival of 
the fittest, let me mention some of 
the grand old names that have 
figured in the nearly half-century 
life of the industry, many of them 
sturdy competiton, but whose mak- 
ers could not stand the gaff and 
folded up. From memory, I recall 
Pierce- 
Stutz, National, 
Paige- 
Detroit, Dorris, Duesenberg, Cord, 
Jeffery, 

Pope- 
Abbott - Detroit, 
Oakland, Matheson, Elgin, Staver- 
Chicago, Falcar, Lozier, Chalmers, 
Maxwell—just to mention a few; a 















In this reminisicing I have not 
taken into consideration the elec- 
tric vehicles—they were in an in- 
dustry of their own. The pioneers 
in that field really antedated Win- 
ton. I’ve been writing about the 
internal combustion engined cars. 
I can recall the last bicycle show 
Nort Van Sicklen and Sam Miles 
put on in Chicago in the Gay 
Nineties when they had two or 
three electric automobiles as a 




















plies, the drastic rationing of new 
tire sales and the cessation of car 







Sendte small-business committee, 

blaming governmental agencies 
for neglect, reported that “small 
business enterprise in the United 
States is facing bankruptcy and 
chaos along a wide front.” The 
committee proposed the creation of 
a small-business division within 
the WPB to give small business 













While nothing official was avail- 
able last week, it is understood 
that many WPB executives are 
sympathetic to the proposal of the 
11 national groups, although Hen- 






of course, Henderson himself. How- 
it is understood that Hen- 


man’s appointment as a member of 
WPB 


1. The director of the Office of 


War Production Board, in order 


has been placed in the office of 


sary in their manufacture, must 


tation be insured of fulfilling his 
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ENGINEERING 


out with some dispatches 
which were in strange contrast to 
some of those written in Washing- 
ton when they sought to do a long- 


nothing. 

Consensus of their opinions 
was that while the automotive 
industry’s all-out effort in war 
production came about sa little 
late, certainly the industry could 
not be blamed, when as late as 
October, 1940, the President him- 
self was committed to a policy 
of “business as usual” along with 
defense work 
The next move which might help 

for solidarity of the nation’s press 
would be to invite Detroit iournal- 
ists for a junket around Washing- 
ton so that they could get an in- 
timate view of the world’s largest 
and most complicated government 
in action. 





* 2 


Story Now 


Being Told 

SINCE THE Pearl Harbor dis- 
aster, the automobile industry ap- 
pears to have adopted a much more 
enlightened public relations policy, 
on freauent occasions taking cor- 
respondents and writers into its 
confidence on matters pertaining 
to the war program—at least as 
far as military censorship would 
permit. Not that there was ever 
any great amount of secrecy sur- 
rounding automotive activities, but 
there has been a vast change in the 
past six weeks. 

Perhaps leading executives 
have become fed up with such 
things as the Reuther plan, pro- 
posals for management-labor- 
government production councils, 
Washington __recriminations 
against the industry, to every one 
of which the industry maintained 
a more or less steadfast silence. 
Perhaps management decided the 
time had come to tell its story, 
for public consumption. At any 
rate, the story is now being told. 


Where Tin Cans 


Come In 

THERE ARE millions and mil- 
lions of discarded tin cans lying 
around dumps in America. They 
have never been considered suit- 
able scrap metal for steel mills be- 
cause of the tin content which, in 
amounts of over .010 percent, 
causes cracks during rolling of the 
steel. Tin cans, of course, are en- 
tirely of steel except for a thin 
coating of tin amounting to about 
1 percent of the total weight of the 
can. 

Convinced that drastic steps 


range job of criticizing an industry 
about which they knew little or 
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- PRODUCTION - PURCHASING 


By A. H. Allen y 

A SCORE or more of syndicated Washington columnists | 
recently were conducted on a tour of defense plants in the 
Detroit area which are already humming on war production. 
Generally speaking, their eyes were opened and, following 
conferences with leading brass hats in the ex-motor indus- 
try, they picked up their col- 
lective typewriters and gave 



























of the material being flooded into 


the mill. 
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New Methods 


To Coat Plate 

COMPLETE removal of tin from 
the old steel can is a rather com- 
plicated operation, since the mere 
heating of the metal simply drives 
the tin into the steel, alloying with 
it, instead of oxidizing it off the 
surface. Economy of methods to 
recover the small percentage of tin 
on old cans is questioned in some 
quarters. 

Restrictions now in effect on 
the use of tin in new cars have 
led both canners and steel tin- 
plate producers to seek new 
methods to coat this type of 
plate. Methow now favored in- 
volves the use of a “bonderized” 
surface on the steel wall of the 
can, over which a lacquer coat- 
ing is applied, retaining the tin- 
ned tops and bottoms. A Detroit 
company, Parker Rustproof Co., 
has developed a process for ap- 
plying the phosphate coating to 
the steel before lacquering. 
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What Automobile 


Industry? 


DESPITE THE fact automobile 
production has been’ suspended 
throughout the industry, and much 
equipment dismantled to make 
room for armament jobs, there are 
plenty of “experts” who are fore- 
casting that more passenger cars 
will be built before the year has 
expired. Questioned as to this 
probability, the head of one of the 
major companies said recently that 
any government orders for resum- 
ing car production would have to 
be treated in the same way as new 
contracts for guns, shells, tanks, 
etc.—in other words, studies made 
as to the time, equipment and cost 
of reassembling motor car machin- 
ery and parts. Right now, it seems 
there just ain’t any such animal as 
an automobile industry in this 
country. 


Scrap Rubber 
Prices Pegged 


WASHINGTON. — Maximum 
prices at which principal grades of 
scrap rubber may be sold to con- 
sumers, except for repair, recon- 
ditioning or the manufacture of 
tire repair materials, are fixed in 
Price Schedule No. 87, issued last 
week by Leon Henderson, Admin- 
istrator of OPA. 

For automobile and truck tires, 
maximum delivered prices are fixed 
at seven different reclaiming cen- 
ters, with appropriate geographical 
differentials. Akron’s ceiling price 








Highway users have the fullest 
confidence in Eastman, who during 
many years of service as a mem- 
ber of the Interstate Commerce 
Commission has revealed a thor- 
ough understanding .of motor ve- 
hicle problems and a consistently 
progressive viewpoint with respect 
to them. 

The petition contained an ex- 
haustive statement of the im- 
portance of over-the-road transpor- 
tation in the war effort, buttress- 
ing its recommendations with de- 
tailed facts and figures citing the 


for beadless automobile and truck 
tires, the principal grade of scrap 
rubber bought by reclaiming 
plants, is placed at $24 per ton. 

Maximum delivered prices for 
specialty grade tire parts and peel- 
ings and for inner tubes are uni- 
form for the area east of the 
Rocky Mountains, with a lower 
price level for the Los Angeles 
reclaiming center. 

Maximum price for red pas- 
senger car inner tubes east of the 
Rockies is fixed at 7% cents per 





had to be taken to obtain addi- 
tional supplies of scrap is steel- 
making operations were to be 
maintained at capacity levels, 
Great Lakes Steel Corp. in De- 
troit has undertaken experiments 
in the uses of baled tin cans in 
charges for openhearth furnaces. 
Old-time steelmakers would 
throw up their hands at such a 
practice, but early results seems 
to indicate the experiment is 
practical for certain types of 
open-hearth steel. 




























dependence of the nation upon the 
automobile and truck. 

Signers included, besides NADA, 
the American Trucking Assns., 
Safety Glass Assn., American Na- 
tional Livestock Assn., Farmers’ 
Educational and Cooperative Union 
of America, National Assn. of Mo- 
tor Bus Operators, National Coun- 
cil of Private Motor Truck Owners, 
Inc., National Rural Letter Car- 
riers’ Assn., National Sand and 
Gravel Assn., Retailers’ National 
Council, Rubber Manufacturers’ 
Assn., and the National Grange. 






The cans are not de-tinned or 
burned before charging into the 
furnaces, but the weight of such 
material charged naturally is lim- 
ited, to avoid running the tin con- 
tent of the resulting steel beyond 
accepted limits. The mill is paying 
scrap dealers $2 a ton less than the 
price for first-quality baled steel, 
believing this price is necessary to 
justify the costs of collecting and 
baling the cans. Restrictions are 
placed on the amount of baled cans 
which the mill will accept, in or- 
der to prevent excessive tonnages 





pound. 
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Rayon for Tires? 


CLEVELAND. — Substitution of 
rayon for cotton in tires is on the 
uptrend because a “tire made of 
rayon lasts longer, particularly in 
heavy-duty tires, and thus con- 
serves rubber,” according to Hiram 


S. Rivitz, president of Industrial 
Rayon Corp. 





Maettene Tell Me,’ h . 
» 18 an open forum for the 
expression of Tenlees? opinions. It 
appears weekly in Automotive News. 
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Output Hits 34,074 As Assemblies End for Duration 


Finis Written 








AN’s Production Estimate 





Passenger Car Registrations 
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Correct Weaknesses 
In Service Setup 


DETROIT.—Because of wide in- 
terest in a “Service Forum” ad- 
dress made by L. M. Stewart, 
Chrysler dealer of St. Louis, at the 
recent National Automobile Deal- 


ers Assn. convention, details of 
how Stewart has increased his 
company’s service business are 


given herewith: 

“The first thing I did was to 
make a careful survey of my 
service operations to detect my 
weaknesses and to determine what 
my opportunity was and to what 
extent I was grasping it,” Stewart 
declared. 

“I first determined what my pro- 
duction possibility was with the 
number of mechanics that I had. 
This was easily arrived at by 
multiplying the number of me- 
chanics by the number of hours 
they worked each month, and then 
I multiplied the answer by our 
hourly rate to the public and this 
gave me the dollar volume of labor 
sales it was possible for me to 
obtain with the number of men 
that I had. The difference between 
my actual volume and this possible 
volume represented my first weak- 
ness, as it was lost time, and that 
is lost revenue. 

“In attacking this weakness I 


Benson Resigns 
From Market Record 


CHICAGO. — Arnon E. Benson 
last week announced his resigna- 
tion from the Automobile Dealer’s 
Market Record, of this city, a used 
car service. Benson, who had the 
title of publisher, also stated that 
he has sold all his stock in Market 
Record, Inc. This organization will 
continue, he declared. 

Benson, former general manager 
of National Automobile Dealers 
Assn., said that his plans call for 
the establishing of another activity 
to be revealed later. 


found that mechanics were losing 
some time waiting for the first job 
to be assigned to them in the 
morning, so we staggered their 
starting time and had some report 
for duty at 9 a.m. instead of 8, 
and a few at 10 a.m., and this did 
much to reduce the loss of revenue 
because of loss of time, as it gave 
our service sales department the 
opportunity to receive the job and 
prepare the repair orders before 
the mechanic reported for duty 
instead of having the mechanic 
stand around and wait for the re- 
pair orders to be prepared. 

“The next survey I made of my 
possibilities was to survey the pro- 
duction possibility of my building 
and I soon found that a very sig- 
nificant part of my productive 
space was being occupied by cars 
that were not being worked on. 
They were either waiting to get 
into the shop or they were waiting 
for the customer to take delivery, 
and this reduced the production 
capacity of our building very ma- 
terially and represented a very 
significant loss of revenue. I was 
rather fortunate in being able to 
overcome this by renting an ad- 
jacent lot where we now store the 
cars that are not being worked on, 
thereby devoting our entire build- 
ing space to reception and produc- 
tion. 

“To determine the production 
possibility of your building, I 
recommend that you multiply the 
number of active stalls in your 
building by the working hours of 
the month and multiply this 
answer by your rate to the public, 
and this will give you the produc- 
tion capacity of your building. 
And difference between this pro- 
duction capacity and your actual 
volume will glaringly reflect your 
possibility of materially increasing 
your production. 


“One of the very important 





EVEN BUGGY REPAINTING provides revenue for car dealers, seeking to 


offset loss of new-car sales income. Here the s 


of Hammond Jones Co. 


(Chevrolet), Lakeland, Fla., gives an old shay a new dress. 


phases of a service operation is 
the function of order taking, and 
I believe that weaknesses in this 
important function are quite com- 
mon among automobile dealers. 

“I feel it is very important that 
your service salesmen have access 
to a historical record of each car 
which reflects what preventive 
service has been rendered on the 
particular car and what preventive 
service is due on the car. In other 
words, I think it is highly intelli- 
gent and creates confidence in the 
minds of your customers if the 
service salesman has a historical 
record in front of him when taking 
the order, in the same way as it 
favorably impresses us when we 
consult our doctor to have him 
refer to our health record. 

“IT feel that much progress can 
be accomplished by the proper 
training of your service salesmen 
and I have found it very beneficial, 
in training my service salesmen as 
to how to properly handle the cus- 
tomer, to avail myself of the 
splendid educational films that have 
been produced by some of the 
prominent petroleum corporations. 

“In studying this question of 
order taking, I recommend that 
you carefully analyze your repair 
orders for a period of time, and 
I think you will be amazed at the 


... A USED CAR LuBRicateo with MARFAK 


How often has one of your used car 
sales been spoiled by a chassis rattle? 
Well, there is a way of avoiding this 
dealer’s dilemma every time. 


Before you demonstrate one of your 


cars, make sure that 


lubricated with Marfak all around. 


For Marfak is a scientific blend of 
highly refined, beaty-bodied oils that 
really sticks to its job—muffles noisy 


chassis parts. 


longer. 


it’s thoroughly 


New York City. 


Marfak is tough. It won’t wear out, 
squeeze out or wash out. It’s great for 
new cars, too. Keeps them new much 


Remember: Marfak your cars and 
you'll get more sales at higher prices. 


You can order Marfak by phoning 
your nearest Texaco Distributing 
Plant or by writing to The Texas 
Company, 135 East 42nd Street, 


aay 
Ma 


s 





large percentage of repair orders 
that are written for only one item 
of service. While I do not recom- 
mend over-selling, I believe that 
the well trained service salesman 
can reduce the number of repair 
orders with only one item of 
service to a minimum in a manner 
that will result in better service to 
the public and will very materially 
result in an increase in your labor 
sales volume. 


“The modern service station to- 
day is made up of a series of spe- 
cial departments and a well man- 
aged service department should 
have an accurate daily record of 
the production in each one of these 
special departments. In this way, 
service management can immedi- 
ately detect some particular serv- 
ice operation that is being neg- 
lected and take steps to direct the 
efforts of your service sales or- 
ganization in the same manner as 
a competent sales manager would 
direct the efforts of an efficient 
retail sales department. 


“T am encouraged to believe that 
I have recently made considerable 
progress in creating a sales at- 
mosphere around our service de- 
partment. The first thing I did was 
to transfer to my service staff one 
of my best retail salesmen, a man 
long enough in the business to ap- 
preciate the value of a customer 
and how a customer likes to be 
handled, and in addition to this 
man making a favorable impres- 
sion on our customers. I find that 
he has inspired in the minds of the 
entire personnel of the service de- 
partment a sales attitude that is 
hound to make a more favorable 
impression on the public, which 
will be reflected in an increase in 
our volume. 


“I have created a sales or mer- 
chandising atmosphere throughout 
our service department. I have had 
constructed within our service de- 
nartment an accessory department 
that is truly a show place that is 
even more attractive than any dis- 
vlay we have ever had on our new 
car display room, and this has at- 
tracted the favorable attention of 
our customers. 


“Proper sales attitude calls for 
competent followup of customers 
and there are many followup sys- 
tems available to dealers and 
practically all of them are good. 


“Close contact with your cus- 
tomers is essential if you hope to 
attain the maximum possibilities 
of your service department. I can- 
not emphasize too strongly the value 
that will accrue to a dealer by sell- 
ing his customers on the iden 
having their cars lubricated in hi‘ 
service station, and the most ef- 
fective way, in my judgment, that 
a dealer can pursue in this regard 
is to make a most diligent effort 
to sell the greatest number of lub- 
rication agreements possible, as 
these lubrication agreements in- 
sure the frequency of contact of 
your customers with your service 
department. 


“If we are to be successful in 
making the most of our service 
opportunity, we must immediately 
develop a merchandising attitude 
towards our service operation and 
no merchandising program is com- 
plete without an advertising pro- 
gram. Much advertising material 
is available to dealers and I think 
it is important that a dealer study 
all of the available material and 
select the material that ‘he believes 
is most appropriate in his case, 
then see that it is used appropri- 
ately and consistently.” 


To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 


USED CARS—SERVICE | 


Chevrolet Sets 
Service Films 


For Dealers 
DETROIT.—In line with Chev- 


rolet’s Car Conservation Plan, 4 ; 


new educational program for deal- 
ers has been 
mapped by Wil- 
liam FE. Holler, 
general sales 
manager. 

Chevrolet will 
employ training 
films in a new 
campaign, sched- 
uled to run 
through 1942. Im- 
provement of 
service, expansion 
of service facili- 
ties and quick, 
efficient handling of service busi- 
ness are aims of the new program. 

Expansion of dealer personnel 
and facilities to bring the Chev- 
rolet Car Conservation Plan to all 
motorists, is the goal toward which 
the new program points. 

During the year, a series of 26 
silent films will be prepared by 
Chevrolet and made available to 
dealers. A Board of Consultants in 
Central Office, meeting at frequent 
intervals, selects the themes for 
these films, basing each one on a 
subject deemed of paramount in- 
terest and value to the retailer. 
Flexibility of this plan is indicated 
by the fact that a film can be pro- 
duced in less than 30 days to bring 
latest information and procedures 
to the dealers. 

Silent films are used for study 
purposes, Holler said, as these 
films are expected to serve as 
“textbooks” on management under 
today’s conditions. 

Subject of the first film is Chev- 
rolet’s Car Conservation Plan, while 
No. 2 has been based on the cor- 
ss Truck Conservation 

an. 


Board members are: Chairman, 
C. P. Fisken, manager, advertising 
department; Ed Hedner, manager, 
National Merchandising Service 
and Procurement department; E. 
F. Hayes, manager, merchandising 
and training department; W. E. 
Fish, manager, truck department; 
C. M. Davenport, assistant to 
Hedner; A. R. Cosgrove, assistant 
manager, truck department; E. W. 
Berger and J. S. Clark, assistant 
managers, advertising department; 
A. G. Letherby, in charge of the 
film service, and William Luther 
and Frank Seaver, of the Jam 
Handy Organization. 


Two field representatives, in ad- 
dition to Chevrolet’s entire field 
wholesale staff, will contact deal- 
ers to ascertain the type of mate- 
rial they feel will be of greatest 
assistance to them. 


Plane Maker — 


Leasing Garages 


For Production 


NEW YORK. — Possibility that 
much garage space made idle by 
automobile and tire restrictions 
may be absorbed by the aviation 
industry for use in a dispersal air- 
plane production program is indi- 
cated by a plan being developed 
by the Grumman Aircraft Engi- 
neering Co., of Bethpage, L. I. 


Littte hope of solving the prob- 
lems confronting automobile deal- 
ers appears in the plan, however, 
since it calls for leasing of garage 
space by the aviation companies 
and is directly opposite to farming 
out work on subcontracts. Other 
than providing the owners of 
garages, of a suitable type, a 
chance to get out of their lease 
obligations and absorbing some of 
their skilled workers, the plan 
seems to embody little of benefit to 
the automotive industry. 


Only large garages are suitable. 
Grumman is selecting only those 
with 10,000 to 15,000 square feet of 
floor space which can be applied 
to parts building. 






C. P. Fisken 





Firestone Dealers 


To Brand Tires 


AKRON.—Firestone Tire & Rub- 
—~ os has inaugurated a new tire 
anding service to 
rer check tire 
The company’s stores and dealers 


will brand three inital 
ae itals on the tire 
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| ictwat top and bottom prices on 1941, 1940, 1939 and A CD V E R T i Ss E D Times, Star; Detroit—News, Times, Free Press; Chicago 
‘BDAN prices. ouly et te aa load Peay ee e a —RHerald- American, Tribune; Jacksonville — Journal; 
vapors used: Boston Globe; Now York timer Jocnai| WSCA Car Selling Prices | 2x: xen citystar;.stinneapoie Star 
American, World Telegram: Philadelphia—Bulletin, In- Journal; Denver—Post; Los Angeles—Examiner; San 
yuirer; Cleveland—Plain Dealer, News; Indianapois— For Week Ending Jan. 25 Francisco—Examiner. 
: (Copyright 1843—Automotive News) 























MAKE Boston New York Phila. Clevel’d Ind’polis Detroit Chicago Jack’ville Dallas Kan. City Minn’polis Denver Los Angeles San Fran. Natl. Avg. 
buick Series 40 Special 41] 1045 1100-1050 | 1095- 895 ' 985 1075- 895 | 1095- 795 ee Re [1125 | sd AMS ~ 927 
40] 695- 677 | 825- 695| 895- 825) 725- 675 | 825- 645| 895- 795 | | 945 = 675 | 785- 725 | 795 aE 945- 5- 765 | 965- | 965- Des See 

. *39] 675 | 695- 445 | 625- 500 | 675- 575 | | 567- 549 | 625- 465 | |_ 565 495 | tae sei! oe 545 |. ( 685 ai 745- 5- 625| 74 745- 645 | 654- 538 
88] 495- 7 385- a 525- 365 | 500- 475 495- ~ 425- 325 395 | 695- 565| 495 470- 411 


Cadillac 60 Special Ath iss | | | | | 7 | | | 2250 | 1918-1918 
| = SS eet eee See ae See! See Se Pe ee 5 _—*(|1806  _—| 1545-1545 
Sa ] | ] | 925 l l | 995 | 996 | 1000- 945 | 1295 | 1042- 945 











a | ~ 88 l | l |_ 945 l | 780- 780 
Chevrolet Master Deluxe 41] 775 | 825- 695| 865- 765| 775 797- 745| 845- 695| |_ 895- 800| 895- 825| 950- 775| 845 —|_ 896- 850|1050- 945| 866- 788 
ac (Master 85) al =) 505- 495| 650- 565) as i oo 695- 505| 509 |_725- 645| =| 885- 695| 795- as | 680- 575 
| 399- $85| 550- 425| 575 —«| a a | 545- $95 505- 495| 550 | 695- 585| S45 |  +| S26- 447 

(Master) i 275 445- 345| 425 460- 395 | 295 | 400- 295| 395 oa me elt $75 ___| 425- 395| 495 ——— | 400- 362 
Chevrolet Special Deluxe 41] _895-_765 | | 850- 775 | | |. 900 _—'|_850- 785] | | 865 —| :995- 845] | 892- 780 
(Master Deluxe) ‘40 725- 640| 600 _—'| 550 _—«|-:«G@5- 645| 725- 575| 725- 595| 675- —d 599 |_775- 7a 599- 590 | _695- 625| 650 _—'|_695- 600| 895 | 684- 616 
“ "304 545- 495 | | 594- 400 | l Po Bs = 395 | | 495- 485 | 495- 400 | c 1) l l | 546- 446 
(Deluxe) 38] 425 345 345 445 395 435 465 408- 403 
Chrysler Royal "41 | 1100 j1245 | a 1095 | 1109-1109 








| | 
"4 | 745- 665 | l a B27. | 895- 795| 795 (| 925 |_792- 682 
$0] 645 | 600 | 45 | | 645 x | 7 

















































De Soto "aif | | 945- 895 | | | 995- 825 | aa ae) | 1000 | | ia | | | 980- 872 
40] 695 | | | 695 | | |_795- 645 | | |_700- 695| 695- 625 | 685 | - | 711- 655 
"399 505- 485 | | 595- 500 | | | | 495- 465 5A5- 525 | | | 695 | 585- 494 
38] | 298 | 445 | | 465 | | 295 | | | | | 375 | | | 376- 376 
Dodge "aif , | 795 | 865 | | 895- 745| 795 975 | 1200- 800 | |_ 900 . |1095 | 940-772, 
"404 725- 600| 625- 525| 700- 585| 795- 645 | 505- 565| 725- 445 765 685 750 m3 | 695 | 945- 885| 733- 607 
"894 600- 550| 550- 430| 485 575 | 595- 449| 575- 365 585- 465 | | | 650 | | 695 | 5O1- 452 
"88 435- 425| 375 | 385- $10 | | 469- 350 | | 395- 295] | | | | 495 | 495 | 595 | 456- 345 
Ford V-8 Special 41] | |_ 645 |_ 750 |_775- 697| 725- 500| 850- 745| | | 665 | | 735- 647 
(V-8“85") 40) 575- 425 645- 495| 565 450 495- 445| 595- 445| 695- 545| | 685- 645 625 | _|_700 | 603- 500 
” "894 425- 395| 395- 295| 395 525 460- 450| 425- 350| 435- 348| 475- 395 | 495- 395] 445 495 | 495 | 525- 495| 460- 390 
” "88 345- 250| 227 | 295- 265| 450- $45| S95- 375] 345- 195| 325- 185] | | $25 | 400- 350 | | | | 345- 281 
Ford V-8 Super Deluxe 41] 845- 825| 800- 695 | on 5 7125- 575| 815- 675| 795- 725| 875- 650| |_895- 695| 895- 725| 884 | 945 | 995- 845| 765 |_852- 710 
a (V-8 Deluxe) "40] = 550 | 685- 585| 685- 625| 579- 450| 550 | 695 |_725- 585 | 625- 599| 600 695 | 750- 695 | 915- 750| 686- 606 
« "$94 485 | 495- 469 495- 435| 495- 395 495- 465 SS. 550. 625- 185 595 | 582- 468 
(V-8 “85") 88] 350 | | 365 | 450- 395 | | 395- 365| 345 | | | 445 | 425 | | 495 | 409- 380 
Hudson Six 41] | |_ 695 | l | | 798- 695 | | | 945 l | | 800 : | 810- 695 
“05 825 | | 675- 525 | | | 645- 495| 625- 565) | 745 | | | 575 | | 795- 695| 698- 570 
"394 ax | 385 | ] | 429 | 545- 435 | | | | | | 495 | 705 |_542- 450 
88] 295 | 278- 275| 295 | | | 295 | 225 | | | $25 | 450- | | | | 308- 275 
Lincoln-Zephyr ss" 1395 | 1350 | | iil et Oar a ae | 1296 | | 1885 | | 1356-1356 
"404 | 765 | | 1095- 993 | 895 |_885- 795 | 1000 | cs | | | 895 |1095 «|: 47- 894 
39] | | 695- 565| 745 | | 600- 447| 600- 495 | | | 645 | | | 695 |: 895- 795| 696- 575 
38] 445 | | 495- 445 | | | | 374 | | | 435 | | | 495- 445| 565 | 468- 445 
Mercury "414 1095 | 945 | | 895 | 925- 845 | |_ 995 | Beal) ol | 995 | 1045- 895| 985- 870 
40] 925- 700| 695- 625| 775- 575| 795 | 775 588 695- 565| 695 | 695 | | 798- 695 | a ee |_755- 632 
*39] 500 | 685 | |_ 695 | 625 | 539- 497| 465 | | 645- 545 | | | 665 | 645 | | 607- 521 
Nash Ambassador Six a 895- 795 | ! 695 1125- e 845 = 869| 800- 795 | | | 800 | | — | | 870- 814 
| 595 | | 67 | | at | | 695- 650| 825 | 698- 650 
=I | : | 630 | | | 595- 495 | ee | | | | | 612- 495 
33] | |_ 395 | | 465 | | | | | | 445 | | | 435-435 
Oldsmobile Six 41] | 1150- 795| 965- 865 | | 975- 845 | 895 | 1075 | 995 | | 965 —_—| 1095 | 1014- 835 
2 "404 895- 725| 795 | 795- 665| 825- 740| 865- 625| 745- 595 | _745- 585| 795 l | _i(‘iédd:sC28S; | 975 —«|_ 828- 656 
39] 595- 500| 545- 435| | 635- 550| 495 475- 429| 595- 450| 545 | 545 | 595 | 595- 565 | | 700- 595| 574- 503 
38] (475 | 429- 325| 495- 395 | | 445 | 445- 425| 445- 325] 445 | 425 | 450- 435 | | 525- 425 | | 595- 495| 470- 404 
Packard Six "4i] | | 1185 | 1065- 875 | | | I 85 1082-8375, 
: on 404 735- 700| 795- 695 | | 825 725- 685 | | fl | 795 | 795 —S—s| SC SSSS=*s=«C28O- GD 
_ ’39] | | 695 | | | | | | 
























































‘i 38] 

Plymouth 41] 945- 750| 795- 695| 745- 680| 745 865- 725 | | 795- 595 | | 875- 685 caer ae | 799 || |_ 820- 690 
- 40] 695- 565| 675- 475| 645- 495| =| 567-525) 595- 495| 645- 465) 685- 500| 595- 425| 590 ey 595- 425| 590 aan! 650- 545| 595 | 685 ~— | ‘(650 | 636- 500 
"$9 _500- 450| 495- 265| 540- $85| 635- 495| 425- $75| 485- 447| 495- 375) 575- S| A ar = BL eB al 525- 350| 450- 485| 495 | 495 l | 501- 405 
a] "$8 485- 375| 425- 345| 445- 295| 395- 325 395- 225| 395 419- $22 
?iymouth Special DeL "41 875 | 695 | 845- 695] 900- 875| 895- 695| 845- 695| 850- 685 | a 865- re 875- 732| 7 | we |_865- 795 | 1050- 850| 855- 763 

~~ (Deluxe) 40) 675 | 590 | 675- 695| 695- 675| 725- 520| 750- 470| 695- 525| | 695 | 675 ae - 545 | 695 | 699- 675 | 800- 700| 700- 590 
. "394 _ 545-425] ___|_B65= 465] 595-545] “505-460 Pr S75] A S| _|_s _| | 495 | 625 | G95- 595| 595- 550| 565- 472 
= "sal_s05- $05] _| 95 _| 66} |_| + > tt! Ht 395 | 445 | 402-402 
‘ontiac Six "aif | 935- 879| 965- 825| 950 | |_ 845 | 1025- 765 | 895 |_ 995 | | | | _———(ts«| 1045 - 895 | 970- B41 
"404 795-750 | 795- 495| 735- oe BS re al pe) 45 nat 

so) —S~«d:~COSSSSCS=*d:C BA | 500 490 595- 425 | 520- 465| 525 | 505 | | 695- 595 | 563- 508 
2 "$84 525- 375 450 295 395 365 25 | 3 | 475 455 +| 420- 875 
~tudebaker Champion ‘41 | 600 | 695 | | | | | |_795 a | if | 945 _—s|_- 760- 760 
a0 | 55 465 | 595- 495 | 695-645 | 575 | 685 | 05-465 | | | | | 675 | -795_—S—«|«G35- 518 

585 495- 445| 495 450 545 685 695 | 564- 445 
Studebaker Commander °41] 1 too |__| at 25] | 695 | frm a eee 
ee ee | 595- 465| 595 | | | 25 | | 825 | 08-165 
| *80] 645-525 | |_ 495-475 | | 525 a | ee ee ee ee 
7 38] 485-465, | 395-375] ec i I I I 
Willys-Americar i oo ____| ___| 6 _|_700_—s|_ 626- 626 
a a ee l | 485- 425 | | 495 | 465- 399 | | | | | 495 | 35 | 478- 412 
"30] ae eee Rac a saison eaeicalciaacideesee 
ee od |_ 180 235- 175 | i Til ianticlsaciascmciiiel aon 


National Average, All Makes, Jan. 25—$697-$612 
National Average, All Makes, Jan. 18—$687-$612 


in the classified section of metropolitan newspapers nationally, are compiled exclusively by Automotive News as a copyrighted foriees. 
published figures, establish the trend of the market and the resulting national index. Where no prices are quoted, no car of make 
and model was offered during the period covered. 
Oklahoma City and Seattle appeared on this page last week and will be published again next week. 


Used Car Selling Prices, as advertised 
These top and bottom prices, compiled from 


Used Car prices in Pittsburgh, Cincinnati, St. Louis, Atlanta, Houston, 
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took over as general sales manager 
in November. Almost before Herb’s 
new toga came from the tailor war 
broke out and he had to arrange a 
new program to meet the changed 
conditions, superimposed on “Let’s 
Look Ahead.” He hadn’t been 
asleep at the switch and he soon 
had ready another plan which he 
calls “The Job,” an all-out service 
program which he now is carrying 
out. tad 

BUT LET Trevellyan tell you 
dealers through the column all 
about “Let’s Look Ahead” and 
“The Job.” I'll begin at the begin- 
ning and the tale is evidence that 
Oldsmobile’s planning board hit the 
nail on the head. 

Said Trevellyan: 

“When the nation first an- 
nounced its gigantic building pro- 
gram for defense needs, and con- 
ditions indicated a reduction of as 
much as 20 per-cent in car produc- 
tion, Oldsmobile announced the 
‘Let’s Look Ahead’ program. As 
early as June, 1941, it was realized 
that reductions in dealer operating 
costs and an increase in service 
volume were necessary to offset 
lessened revenue from new car 
sales. As a result, the ‘Let’s Look 
Ahead’ program, directed by the 
divisions’s business management 
department, was introduced. Thus 
Oldsmobile became one of the first 
car manufacturers to launch an 
‘emergency program’ for its deal- 
ers. 

“Surveys conducted revealed that 
by making a proper adjustment of 
operating overheads, and by ob- 
taining a greater share of the serv- 
ice potential, dealers could sub- 
stantially offset the loss of revenue 
from fewer new car sales and op- 
erate on a sound basis. 

“As a result, Oldsmobile dealers 
were urged to establish strong fi- 
nancial structures by adjusting 
their overall operations. Individual 
conferences were held with dealers 
by factory and zone executives. 
Plans as set up applied specifically 
to the individual dealer. Sugges- 
tions for handling used car stocks 
were also advanced, and complete 
organization of all used car opera- 
tions established. | ‘ 


“IMPROVED service operations, 
however, highlighted details of the 
‘Let’s Look Ahead’ campaign. Deal- 
ers were organized to efficiently 
handle greater service department 
volume for the double purpose of 
caring for the 1,300,000 Oldsmobile 
owners throughout the nation and 
at the same time increase dealer 
revenue. 

“In cooperation with this new 
plan, Oldsmobile dealers immedi- 
ately began establishing themselves 
for greater service volume. They 
enlarged their service departments. 
Much of the room formerly re- 
quired for new car and used car 
sales was appropriated for service 
needs. Wherever and whenever 
conditions warranted it, they added 
new service equipment. They in- 
creased their stocks of parts and 
accessories. Most of all they added 
more men and arranged to train 
the min Oldsmobile service schools, 
trained them to work efficiently 
and economically with factory-rec- 
ommended tools and equipment. 
The result was that our dealers 
were better equipped to render de- 
partmentalized service to custom- 
ers than at any previous time. 


“IN SEPTEMBER of last year, 
at the new car announcement pe- 
riod, more drastic reductions in 
new car production were an- 
nounced with a cut of 60 percent 
under the previous model year. At 
this time still more emphasis was 
placed on reduction of overhead 
expenses, the importance of serv- 
ice business, and the duty of deal- 
ers to keep ’em rolling during the 
national emergency. Programs 
were launched to further increase 
available service to customers. Ad- 


Used Car Entry? 


OTTAWA.—H. Wa. Winkler (Lib- 
eral, Lisgar) has proposed in the 
House of Commons a resolution that 
the government should give considera- 
tion to permitting af into Canada 
of automobile models 10 years old or 
more at a customs valuation of $100. 
His resolution holds that this should 
be undertaken to meet the need of 
farmers and subur > 


ditional equipment was _ installed 
and more men hired and trained 
in Oldsmobile procedures. Service 
room was increased. 

* 


“LAST DECEMBER, when it be- 
came necessary to announce the 
discontinuance of all automobile 
production, Oldsmobile announced 
still another program, stressing 
service and greater reduction in 
overhead expenses, to further for- 
tify its dealer organization. The 
plan, called ‘The Job,’ introduced 
an all-out service program for our 
dealers. Business management 
managers and zone managers rep- 
resenting the factory called on the 
individual dealers. Conferences 
were arranged with the officers of 
the dealerships. Particular pro- 
grams for individual dealerships 
were outlined. Plans were formu- 
lated as they applied to the dealer 
contacted. It was determined how 
the dealer by further increasing 
his service operations and reduc- 
ing expense could operate success- 
fully. Plans to obtain more service 
business were made. The particular 
feature of ‘The Job’ program, how- 
ever, was emphasis on expense re- 
duction. Each dealer’s job was 
analyzed on the basis of no income 
at all from new car or used car 
sales. This was done to assure a 
‘break even or better’ operation for 
each dealer on a purely service op- 
eration. The result was an intelli- 
gent picture of the expense reduc- 
tions necessary. Subsequently, 
Oldsmobile dealers further organ- 
ized their service operations and 
facilities and strengthened their 
Positions. + 

“THE IMPORTANT thing today 
is for the dealer to know just ex- 
actly where he stands regarding 
the possibility of doing business 
successfully on a 100 percent serv- 
ice basis. He must know to the 
dollar how much his monthly op- 
erating expense has to be reduced. 
He must know to the dollar how 
much service gross is necessary to 
reach the break-even point. He 
must have a specific step-by-step 
program for building up his cus- 
tomer labor sales, his income from 
gas, oil and grease and all other 
sources of service income in order 
to fortify himself solidly for suc- 
cessful operation during this pe- 
riod. All divisions of sales and serv- 
ice at Oldsmobile are devoting their 
entire thought and time to such a 
program. They will continue to do 
so. We have not and we will not 
forget that we at the Oldsmobile 
factory have two jobs to handle 
during this war—seeing our deal- 
ers through (at the same time 
serving our customers) and build- 
ing cannons, shell and other fight- 
ing implements for our forces at 
the front. 

“It is not impossible to accomp- 
lish both jobs. Both jobs, however, 
require an all-out effort. Both jobs 
must be done. And to make certain 
that they will be done, Oldsmobile 
has set up two separate and dis- 
tinct organizations to handle the 
two jobs.” 





TO ASSIST dealers in solving their probleme, Studebaker has been holding 


conferences throughout the country. 

A. I a ve be? a ge he 
resident; H. A. nover 

vopresentative, all from South Bend. 


dising manager, and J. 


Boston meeting were (left to right) 


onal manager; M. L. Brooks, assistant to vice- 


C. Shapard, service 


Canadian Trucks to Get 
Unlimited Fuel Supply 


Special to Automotive News 

MONTREAL.— Unlimited supply 
of gasoline for all types of com- 
mercial vehicles in Canada is an- 
nounced by Hon. C. D. Howe, min- 
ister of munitions and supply, and 
G. R. Cottrelle, Oil Controller, who 
revealed the fuel restrictions which 
will be imposed on various classi- 
fications of drivers. 

The number of units, each good 
for five gallons of gasoline but 
subject to revision as supplies 
vary, will range from 60 or a 
limited number more units per 
year for category “A,” the non- 
essential users, to as many as are 
needed to trucks, buses, taxis, am- 
bulances and other commercial ve- 
hicles. 

Unit allowances announced: 

Category A—60 units and up, 
good for 300 to 380 gallons, allow- 
ing approximately 5,400 miles of 
driving; includes all cars not in a 
preferred category. 

Category B1—88 to 116 units, 440 
to 580 gallons, approximately 8,- 
000 miles; accredited clergymen, 
rural school teachers, farmers who 
do not own a truck, urban under- 
takers, urban veterinary surgeons 
and members of Air Raid Precau- 
tion units or auxiliary fire or po- 
lice organizations. 

Category BX—132 to 172 units, 
660 to 850 gallons, approximately 
12,000 miles—workmen whose 
plants are less than 20 miles from 
the center of the town in which 
they live, in cases where public 
transportation is not available. 

Category C—168 to 216 units, 840 
to 1,080 gallons, approximately 15,- 
000 miles; employes of industrial 
plants and flying schools under the 
British Commonwealth Air Train- 
ing Plan, if such plants or schools 
are not adequately served by al- 
ternative forms of transportation 
and are located more than 20 miles 
from their residences. Government 
officials who drive their own cars 
on government business; urban 
commercial travelers; certain oper- 
ating executives of companies en- 
gaged in the execution of war 
contracts; newspaper reporters; 


press photographers; railway em- 
ployes who are required to 
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their cars on company business; 
physicians and surgeons; Christian 
Science practitioners; drugless 
healers; rural undertakers; rural 
veterinary surgeons; incapacitated 
individuals, if car required for 
normal conduct of business; con- 
suls and vice-consuls of career; 
trade commissioners and assistant 
trade commissioners; workmen 
whose plants are more than 20 
miles from the center of the town 
in which they live and from which 
public transportation is not avail- 
able. 

Category D—280 to 356 units, 1,- 
400 to 1,780 gallons, approximately 
24,000 miles; officers, field secre- 
taries and nurses of the Canadian 
Red Cross or organizations which 
are members of the Canadian Wel- 
fare Council and other similar 
bodies, including religious orders 
engaged in welfare work; govern- 
ment auditors and inspectors who 
drive their own cars on govern- 
ment business. 

Category E—388 to 500 units, 1,- 
840 to 2,500 gallons, approximately 
34,900 miles; rural commercial 
travelers, rural mail delivery con- 
tractors, official cars on the In- 
spection Board of the United 
Kingdom and Canada; members of 
accredited foreign naval, military 
and air force missions. Official cars 
of the United Kingdom and other 
Empire air liaison missions, etc. 

Category “Commercial”—as much 
gasoline as needed, subject to of- 
ficial check on amount used; 
trucks, including farm trucks 
(farm and industrial machinery 
not required to be licensed or reg- 
istered for highway use need not 
be registered); truck, tractors; 
commercial motorcycles; ambu- 
lances; buses; taxicabs, livery cars 
and drive-yourself cars; vehicles 
owned or operated by companies 
operating flying schools under the 
British Commonwealth Air Train- 
ing Plan; official vehicles of Do- 
minion, provincial county and mu- 
nicipal governments. 

United States tourists will be al- 
lowed gasoline “on the same basis 
as Canadians” who drive for pleas- 
ure. Two special types of tourist 
coupon books will be issued, one 
for those remaining in Canada up 
to 48 hours and another for tour- 
ists who may remain no more than 
90 days. Those staying longer than 
90 days will apply for a Category 
A license. 

Officials here said the new gaso- 
line regulations should not be 
taken as an indication of the end 
of restreicted hours of sale—7 a.m. 
to 7 p.m. The sales hours restric- 
tions, adopted last summer, were 
said to have worked “very well.” 

Officials estimated there were 
70,000 cars in Category C, 13,000 in 
D and 26,000 in E. No estimate 
was made of categories A and B or 
of commercial vehicles in the un- 
limited class. 

Officials ruled that families own- 
ing more than one automobile will 
be entitled to gasoline ration books 
for each automobile. 

Owners of fleets of truck and 
buses, who possess consumer pumps 
or equipment, will be prohibited 
from upplying gasoline to assenger 


cars. esas cilisiailaiiesiaaaaaaicaiaiaatac 
Adds Freeze Device 


DETROIT. — Dave Kennedy Co. 
(Ford) has taken on a franchise for 
Deepfreeze, frozen-fresh food storage 
units for the home. 


Chamberlain 
To Address 
Neb. Dealers 


LINCOLN, Neb. — Featuring a 
talk by Ray Chamberlain, NADA’s 
executive vice-president, the pro- 
gram is complete for the ninth con- 
vention of the Nebraska Motor 
Dealers Assn. to be held here Feb. 
12. Headquarters will be in the 
Hotel Lincoln. . 

Other main speakers are Grant 
McFayden, an Omaha dealer and 
state rationing officer; C. L. Kirk- 
land, business management consul- 
tant; and Frank P. Button, presi- 
dent of the association. 


New officers will be elected dur- 
ing the day, and in the evening 
will be staged a Stag Feast and 
Frolic, with R. F. O’Brien as chair- 
man of entertainment. 


Credit Memo 
Ruled Out 


RALEIGH, N. C.—North Caro- 
lina Automobile Dealers. Assn. 
points out: 


“A case has been brought to our 
attention in which around a year 
ago a dealer took from an individ- 
ual a used car, paid him a certain 
amount in cash and gave him a 
credit memorandum for the re- 
mainder to be applied on the pur- 
chase price of a 1941 car. On Jan. 
6, the individual demanded the de- 
livery of a new car and since the 
freezing order was effective, of 
course, he was advised that deliv- 
ery could not be made. Whereupon 
he brought suit against the dealer 
for delivery of the new car or pay- 
ment in cash for the credit mem- 
orandum. 

“The case was tried before a 
magistrate who ruled that if the 
dealer could not deliver the new 
car, it would be necessary for him 
to pay in cash the amount of the 
credit memorandum. We took up 
this case with NADA General 
Counsel Bishop and since there 
doubtlessly are or will be many 
other cases of this kind, we quote 
for you what Bishop has to say 
about it: - 

“The average credit memoran- 
dum calls for the application of 
credit on the delivery of a new car 
and it is not stated alternatively; 
that it, that credit will be given 
on a new car or cash will be paid. 
The Vinson Act provides that no 
person shall be liable for damages 
for non-compliance with any con- 
tract for reason of having complied 
with any priority order. The freez- 
ing order was issued under au- 
thority of the Vinson Act and, 
therefore, if the dealer does not 
deliver the car by reason of the 
freezing order, he is not liable for 
damages. The order of the magis- 
trate, in this case, is in the nature 
of granting damages for failure to 
fulfill the agreement and that is 
prohibited by the Vinson Act.’” 


- Smith to WPB 


TIMMONSVILLE, S. C. — C. Ray 
Smith, president of Pee Dee Motor Co., 
has been ordered to report to Wash- 
ington immediately for duty with the 

ar Production Board as senior in- 
dustrial specialist. 


MEN in the INDUSTRY 


prefer the Unexcelled 
HOSPITALITY 
FOOD 
SERVICE 
LOCATION 


and other luxurious appoint- 
ments that the Hotel KENMORE 
has to offer: 

* Rates from $3.50 


* All Rooms equipped 
with Bath an Seu 


* Dining Rooms, 
Air-Conditioned 


A Hearty Welcome awaits you 


Hotel KREMMORE 


Commonwealth Ave., Boston 
L. E. Witney, Managing Director 
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~ CHEVROLET 


and its dealers 
announce a ¢reat national 


‘CAR CONSERVATION. 
PLAN’ 


...to help keep America’s cars serving 
faithfully for the duration ...to give 
skilled, dependable, economical service 


ae that will conserve tires, engines, transmis- oer 
Ht: A 


sions, every vital part....Thus Chevrolet 
again demonstrates its leadership by fur- 
nishing a much-needed service at a vital 


period in American history. 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT, MICHIGAN 
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